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MORE LIGHTING CIRCUITS NEEDED? 
PRESENT CIRCUITS OVERLOADED? 




























Use new thin wall wire and 
GOUARE J) MULTI-BREAKEP 


PANELBOARDS 


A lot of valuable time is being lost because of over- 
loaded electrical systems. More circuits are needed 





FEPET 


to take care of the ever-increasing lighting and 
appliance load. 
In the past it has often been impossible to pro- 


vide for this increasing load without a costly re- 
vamping of the entire system. Now the new small 
diameter wire permits use of more wires in existing 
conduit. The use of Multi-breakeR lighting panel 
interiors in present boxes will accommodate the 
additional circuits made possible by the new wire. 

Notice that the Multi-breakeR panelboard 
illustrated in the same size box as the fusible 
panelboard will provide fourteen additional 
circuits. Even in smaller size panels the increase 
in circuits may be up to 50%. 

It is unnecessary to remove lighting panel boxes 
imbedded in walls. Multi-breakeR panelboard in- 
teriors can be installed in present boxes. For such 
installations, fronts especially designed to fit exist- 


[on © 


i 





42-circuit 
Multi-breakeR Panelboard 
in box 35” high 
28-circuit fusible panelboard 
ing panel boxes are furnished. in box 35” high 


Multi-breakeR panelboards provide branch cir- 





cuit capacity up to 50 amperes. 

Square D Multi-breakeRs protect the wire at its rated capacity 
and will handle inrush currents without needless tripping. When 
tripped by overloads or short circuits, the current is conveniently 
restored by moving the handle to the reset position and then 
“on.” There are no parts to replace. Multi-breakeR panels are 
safe—no live parts are exposed even when restoring current. 


Due to lower watt loss, Multi-breakeR panels operate at about 


Ye of the temperature rise of fusible panels. The temperatures 
necessary to melt fusible links are not required in the operation 
of the Multi-breakeR unit since the overload element (the bi- 
metal) becomes hot enough to deflect and release the mecho- 
nism only when an overload actually exists. 

With thin wall wire and Multi-breakeR panelboards, your con- 
tractors have the simple, economical answer to an overload prob- 
lem which exists in scores of commercial and industrial buildings. 


SQUARE J] COMPANY 


DETROIT- MILWAUKEE-LOS ANGELES 


IN CRNAOR: SQURRE 0 COMPANY CANADOR LIMITED TORONTO, ONTARIO 





CALL IN A SQUARE D MAN 

















TIMES 
and TRENDS 





OCTOBER 


Defense Years ago we had an associate who was 
an incorrigible procrastinator His favorite way of 
dodging an issue was to say: “Let's not cross that 
bridge until we come to it.” Then he would gasp in 
despair and his blood pressure would rise to dangerous 
heights when we calmly reminded: ‘Yes, but it’s darn 
important>to have the bridge there when you want to 
cross it.” 

In a world that is seething with unrest, a bitter and 
desperate battle between the have and have-not nations 
is in progress, while, spurred by the instincts of self 
preservation, our nation is now gearing its productive 
machinery into a National Defense Program of un- 
precedented proportions—it is building a bridge which, 
if we have to cross it, will assure us of National Safety. 

We do not know whether at all, or to what extent, 
events of the next year will affect the operating freedom 
of the electrical wholesaler. Perhaps some limiting 
decrees and new rules of procedure will become neces 
sary or desirable in the interest of effective prosecution 
of defense activities. 

With that possibility in mind, accurate knowledge of 
the type of rules and regulations that were imposed 
luring the 1917-18 emergency, knowledge of when, 
where and how they were evolved and administered, 
seems in essence like a valuable bridge in entering an- 
ther period of operation under emergency conditions. 

In substance, we have built that bridge for electrical 
nanufacturers and wholesalers in the pages that follow. 

If their contents serve to get our industry geared 
nore quickly and completely into the mission it must 


erform as an essential cog in the National Defense 


‘rogram, the bridge will have served its purpose. 
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Essential n the past the wholesaler has 
tained his status as an essential link in modern dis 
tion. To protect that status in future, each wl 
individually and the industry as a whole must 
itself strong, efficient, effective. 

No matter what stresses or strains are imposed, tl 
must be no failure, no break. 

In that connection, a paragraph from the report of 
Washington meeting of NEW A’s secretary and officials 
of other wholesalers’ associations with Edward R. Stet 
tinius, Jr. and other members of the National Defenss 
Council is extremely important. 

We quote: 

“Wholesalers’ local inventories will be a most 
portant consideration. It is entirely probable that data 
concerning them will be requited. 

“To the end that our own industry will be ready t 
report—if and when called upon—it is strongly urged 
that each member begin now to make sure that his own 
stocks of commodities essential to his regular trade are 
in good order and easily reportable on short notice.” 


PRAEMONTTUS—PRAEMUNITUS. 


(ne Per Cent Much less disturbance of existing 
conditions will be caused by conscription than was pre 
dicted by alarmists. 

In the 1940 draft, conservative estimates indicate 
that 1 registrant out of 16 to 20 will be called. 


+ 


Credit men, always interested in keeping losses to a 
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_ AROw INDUSTRIAL ELECTRICAL EQUIPMENT 
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9g way to . 


\ Orders! 


NEW BUILDING to meet in- y 
dustrial shortages... plant 
expansion for rearmament pro- 
grams... here’s the “approach” 
to wiring contracts from the 
standpoint of your customers, the 
Contractors. And the road to these 
orders is lined by ARROW Indus- 
trial Devices. Here are typical wir- 


“at 
* 





ing items for heavy-duty service, 
power and light: 


Left side, first above, Weatherproof 
© Switch, Weatherproof Receptacle. “ 
® Second, Type C Ceiling Pull Switch. 
Third, 3-wire Rubber Cord Connector. 
Fourth, Type C Tumbler Switch. 





Right side, first above, Small Motor 
Starting Switch. Second, 3-wire Recep- 8 
tacle with Rubber Plug. Third, 2-wire 
~ 20 Ampere Duplex Receptacle with cord 


grip Cap. Fourth, 3-wire Flush Receptacle 
with Cap. 





* * * 


Most all new buildings (and modern- (Og 

izations) will be adequately wired for max- J Pe) 
Ca imum production and convenient power 
2 connections. Your ARROW Line is more than 
adequate; it’s the line that leads to the ORDERS. 


\F ARROW ELECTRIC DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD. CONN 
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1inimum, have gone over the situation with a micro- 
cope and find that LESS THAN ONE PER CENT of 
xisting instalment contracts will be affected by the 
lraft. 

Large corporations, large employers of labor and 
vhite collar workers, have announced that those drafted 
vill get one month’s pay and a year’s leave of absence 
vithout loss of status. 

What could be fairer! 


if courage goes 
sees all Joes 





© 
Orders With defense buying only fairly started, we 


quote a few figures to show what staggering sums are 
r presented. 
Those orders translated into practical denominators 
ean: Hundreds of thousands of new jobs, tremendous 
increases in payrolls, more demands for housing, more 
public buying of everything from small electric appli- 
Industrials 
every kind will get into high gear, make new de- 
mands upon the electrical wholesalers who serve them. 
Look at these figures and then get ready to do your 
part: 
Unfilled airplane orders 
Unfilied machine tool orders 750,000,000 
Navy contracts 1 600,000,000 
Total appropriations, approximate. 20,000,000,000 
AND MORE TO COME. 


inces to washing machines, wiring jobs. 


$ 2.000,000,000 


. 
Prices From the National Defense Commission 


down through every interested government depart- 
nent, an eagle eye is being kept on prices, because there 

grim determination to avoid a recurrence of the 
1917-20 skyrocketing experience. 

\ccurate records on price movements of all kinds of 
riw materials and finished products are on hand, and 
constant comparison with current trends is part of the 

eration. 

Official Washington hopes that price control by gov- 
e'nment agencies will not become necessary. 

We remind that the 1916 Defense Act is still in force 
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and it gives the government power to control prices, 
establish priorities, tariff adjustments, publicity. 


© 


: 

No Concentration Washington officials ap- 
pear to be committed to a policy of spreading defense 
industries over the widest possible territory. 

Many such industries are being moved away from 
the seaboard to the central part of the country as fast 
as possible. When existing plants need new units, 
additions, those wherever feasible are located away 
from the main plant. 

This means that the benefits of increased industrial 
activities will be felt everywhere. 





©) 
British Orders Many concerns that have bene- 


fited directly or indirectly from British buying have 
wondered what would happen to business in general 
those British orders should cease. 

Without explaining all the details, let it be remem- 
bered that such cessation is expected to cause no mort 
than a very brief lull and then production simply will 


I 


be shifted over to American orders, thereby accelerat 
ing the speed with which our program is carried 
through. 





© 
Platform In a speech made before the San Fran- 


cisco Chamber of Commerce, September 19, 1940, Phillip 
D. Reed, Chairman of the Board, General Electric Co. 
cited three points that are significant and timely: 

FIRST, that American industry neither profits by 
nor under any circumstances desires war. 

SECOND, that American industry recognizes the 
need for defense rearmament, is actively and whole 
heartedly co-operating with the Army, the Navy and 
the Advisory Defense Council. 

THIRD, that American industry has no thought or 
intention of profiteering in the rearmament program ; 
that it has from the first favored adequate measures 
to prevent profiteering. 

We are certain that the electrical wholesaling indus- 
try endorses those principles one hundred per cent. 


EDITOR 











HYGRADE FLUORESGEN 


Act now to get your share of in 


“paackages’ of daylight — compk 


HYGRAD 


ERE’S the greatest profit opportun- What’s more, MIRALUMES are yo 
H ity in lighting today—Hygrade only completely guaranteed Fluoresce 
Fluorescent! This amazing new light liter- lighting units! They are made complete 
ally sells itself in every commercial and with lamps, fixtures and starters— und 
industrial field—-in factories, stores, of- one roof! Every part is made, tested a 
fices, hotels, restaurants—-everywhere! Suaranteed by the Hygrade Sylva 

For HYGRADE MIRALUMES provide Corp.! 
Fluorescent that is tremendously superior Plan now to take advantage att 
. more light—without harsh glare or profit opportunity! Find out today abo 
shadows—with 75% less radiant heat, low MIRALUME prices, discounts, and t 
for equal light-intensity! new FHA financing plan! 
















FLUORESCENT LAMP 
SUPERIORITY YOU 
CAN DEMONSTRATE! 


You can make bigger profits on Hygrade 
Fluorescent Lamps because you can actually 
show in your customer’s store that they 
offer exclusive advantages: superior tubing — 
finer-grained coating — standardized colors — 
superior performance! 


WRITE TODAY FOR FREE CATALOGUE, 


with complete facts on Hygrade Fluores- 
cent Lighting. Address Dep't. WSI( 
Hygrade Sylvania Corp., Ipswich, Mass 


Fluorescent lamps Hy 
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WIRING MAKES HEADLINES and that kind of publicity helps electrical 
men sell Adequate Wiring. Homer Bender, left, secretary of the Spokane 
A/W Bureau, two utility employees, and Art Schanuel, right, field repre- 
sentative of the National Bureau, hold this banner of 22 newspaper pages. 


— 


In banner are A/W publicity activities of 19 northwestern cities including 
articles, news, photos, ads of Bureaus, 8 wholesalers, 48 contractors and 


other building interests. 





Adequate Wiring Advancing 
With Full Industry Cooperation 


Today 41 groups are licensed to certify homes wired to AW 


standards. Activity steadily increasing through coopera- 


tion of various branches in industry and heavy publicity 


R° NDING out three years of carry- 
ing the better wiring story to con- 
sumers, builders and architects, the 
\dequate Wiring Bureau has done a 
nan-sized job which is getting results. 
Che electrical industry itself has been 
sold on the profit possibilities in ade- 
juate wiring installations. Further- 
nore, Mr. and Mrs. America are fast 
earning what better wiring and suffi- 
lent outlets can do for more com- 
ortable living. 

he program, which was launched 
early three years ago, is now being 


operated by 41 groups throughout the 
country. Each of these represents a 
considerable slice of territory. For 
instance, the licensed bureau in Min- 
neapolis certifies adequate wiring in- 
stallations in Minnesota, parts of the 
Dakotas and Wisconsin. In all, the 
#1 groups, plus those selling the Red 
Seal and other better wiring plans, 
operate in regions having 18,268,000 
residential meters. 

Being the contact man between the 
manufacturer and contractor, it is the 
wholesaler’s salesman’s job to help 
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this program along. The time and 
effort he contributes to the adequate 
wiring movement will register in his 
own pocketbook. For conservative 
figures reveal that an adequately wired 
home brings $75.00 worth of plus elec- 
trical business. 

For those few who might still be 
skeptical of how the activity is ad- 
vancing, here is how the program 1s 
being carried forward in several terri- 
[ ries: 

In Salt Lake City, J. Stanley Quick, 
a building contractor, constructed two 
almost identical appearing homes, 
side-by-side. One containing adequate 
wiring, and other electrical features, 
was priced at $8,950. The other was 
quoted at a thousand dollars less. The 
f 


} 


rst home was sold some weeks ago, 
mut the latter is still to be taken. 
This case indicates that Salt Lake 
City’s public is recognizing the many 


advantages of good wiring 

Dayton’s A/W _ Bureau opened a 
month, 
which is attracting good crowds. So 
far that city has 30 adequately wired 
homes—all bringing additional sales 


model electrical home last 


volume to wholesalers and contractors. 

On the day that a St. Louis model 
electrical home was opened tor public 
showing last month, twelve people 
itfered to buy it. This is the first of 
some 600 homes that the builder is 
planning to construct in a new. sub- 
division. 

Builder W. F 


has opened tour 


Osborne oft Chatta- 


nooga, adequately 
r public inspection. 
) . 
Powet 


inswer 


wired homes fe 
Members of t 
Board's Home Service statf 
questions concerning electrical fea- 
tures. 

Herman E. 
electrical contractor, used the ade- 
quate wiring theme on his float which 
competed with 187 others in a recent 
parade. Mr. Gerboth’s show-on- 
wheels not only publicized adequate 
wiring to the thousands of spectators, 
but copped first prize. 

While these are but a few ex imples 
of the many promotions that are going 
on nationally, they indicat 
quate wiring is taking hold, that 


) 
1 
} 


1¢ Electric 


Gerboth, Cincinnati 


that ade- 


wholesalers and contractors are secur- 
ing larger orders for wire, switches, 
safety equipment, wiring devices, and 
lighting. 
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All over the country distributor salesmen selling 
G-E wiring materials are finding ready acceptance 
for Flamenol Small Diameter Building Wire for 
rewiring existing raceways. In Texas, California, 
Iowa, Connecticut, New York and many other 
states Flamenol Building Wire is being used to 
increase wattage Capacities. 


INEXPENSIVE REWIRING 


Distributor salesmen’s customers are pleased. 
They are able to get rewiring business they 
couldn’t touch before because of cost. Rewiring 
can now be done inexpensively without adding 
new raceways with attendant repair cost. Existing 
wires in raceways can simply be replaced with 
larger capacity Flamenol Building Wires. 


APPROVED BY UNDERWRITERS 


This new wire is being used to rewire entire 
systems and parts of systems. In one building, 
size No. 2/0 was used for a power riser. In another 
No. 8 was used for appliance circuits. In still 
another, No. 10 and No. 12 were used for lighting 
circuits. Flamenol is available in all sizes from 
14 to 4/0 inclusive and is approved by the Under- 
writers’ Laboratories. 

Flameno! Building Wire is insulated with a syn- 
thetic compound which is tough, long aging, flame 
retarding and resistant to moisture, oils, acids, 
etc. No braid is required. 

Think of the market for this wire. Most office 
buildings, factories, stores, etc. 10 years old or 
older need to be rewired to permit the use of 
modern lighting and modern electrical equip- 
ment. Moreover, distributor salesmen selling 
Flamenol are able to supply the complete range 
of sizes of wire needed for modernizing complete 
electrical systems—feeders, subfeeders and branch 
circuits. 


*Reg. U.S. Pat. Of. 


Pc oo oo — lc 











co A N I DIMENSIONS 
Approximate Over-all Area in 
: Diameter (In.) Square Inches 
Size 
AWG vere Flamenol —— Flamenol! 
TypeR | 1YPESN] Type R Type SN 
14 Sol. 19 130 028 0133 
12 Sol. 21 .147 035 .0170 
10 Sol. 20 .168 .042 .0220 
8 Sol. .28 .227 .062 .0405 
6 Strd. 41 .314 13 .0775 
4 Strd. 45 363 16 1035 
2 Strd. .52 423 21 .1405 
1 Strd. .59 .496 27 .1935 
1/0 Strd. 63 .537 31 .226 
2/0 Strd. .67 582 35 .267 
3/0 Strd. 72 .634 41 .316 
4/0 Strd. .78 .692 +8 .376 























Wiring Materials Sales Section, Appliance and Merchandise Dept., General Electric Co., Bridgeport, Conn. 


GENERAL @ ELE 
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Curtis Elects 
New Officers 


CHICAGO — Further strengthening 
ts engineering and sales forces, Cur- 
tis Lighting, Inc., elected four new 
ficers last month, all reporting to 
President Darwin Curtis. Kenneth 
Curtis continues as Board Chairman. 

M. C. Wilt has been named vice- 
president and general manager; G. T. 
Morrow is vice-president in charge of 
sales; H. J. Dillon becomes vice-presi- 
dent in charge of production and L. N. 
West advances to secretary-treasurer. 

Mr. Wilt has been in the lighting 
business 18 years, with experience in 


engineering, selling, production and 
management, giving him a_ well 
rounded background for his new work. 
Mr. Morrow started with Curtis in 
1923 as representative in Pittsburgh. 
In 1931 he was brought into head- 
quarters as assistant sales manager, 
then two years ago he advanced to 
sales manager. Mr. Dillon has headed 
Curtis manufacturing including Alzak 
processing since 1935. Previously he 
was a production executive for King 
Mig. Co., Amrad Corp. and Magna- 
vox Co. Since spring of 1939, Mr. 
West has been assistant to the presi- 
dent. For five years before that he 
was comptroller of Sprague, Warner 
& Company. 





Wilt Morrow West 











)10 


Pacific Division 
Meets At Victoria 


A preneiey of the thorough char- 
acter of the meeting place went 
into the program of the Pacific Di- 
sion, National Electrical Whole- 
salers Association at its annual fall 
eeting, held at the Empress Hotel, 
Victoria, B. C., September 10 and 11. 
\ccording to Fred Todt, chairman, 
nd R. A. Balzari, secretary, there 
vere fewer topics scheduled, thus 
iking possible a better and more 
‘rough discussion of all of the sub- 
‘ts at the various meetings. Attend- 
ce, too, was exceptionally good with 
out 80 present: 
Two Westinghouse speakers occu- 
ed the Tuesday morning session. 
Frank Anderson, Pacific Coast engi- 
er, Westinghouse Lamp Company 
Los Angeles, gave an _ illustrated 
lk on fluorescent lighting. In it he 
iced the development, explained the 
nstruction and outlined the commer- 
il applications and profit opportun- 
es with this new light source. 
Charles Dostal, Pacific Coast gen- 
il manager of Westinghouse Elec- 
and Manufacturing Co., San 
ancisco, concluded with an inspira 
nal talk, “Our Industry”, in which 
set forth the interrelationship of 
ious groups in the industry. 
lames Polhemus, president, Port- 


land General Electric Company, 
opened the Wednesday morning ses- 
sion with a frank and penetrating dis- 
cussion of the social and economic 
effects of the Bonneville project upon 
the people and the industry of Oregon 
and Washington. He outlined in de- 
tail the basis upon which his company 
is proceeding to fit in with existing 
conditions so as to bring the greatest 
advantage to consumers and still pro- 
tect the interest of the investors in the 
utility. 

Thrilling and deeply moving was a 
powerful address given by Dr. F. W. 
Norwood, Rector of St. Mathews 
Wesleyan Church, Vancouver, B. C. 
A native of Australia, who had spent 
some years in England and Canada, 
he had just returned from a protracted 
visit to England and spoke with toler 
ance and understanding of the various 
contributing factors tod the present 
war. “Britain Holds the Pass” was 
title of his address. 

The customary golf tournament 
brought the copper cup to Marvin 
Jankelson, Incandescent Supply Co., 
San Francisco; the utilities cup to 
James Polhemus; the manufacturers 
cup to T. H. Crosby of Canadian 
Westinghouse Company and_ the 
Glenndening trophy to R. A. Balzari 
The golf banquet had as guests British 
Columbia Electric Railway executives 
and other prominent Canadians. WNa- 
tional Carbon Company was host at a 

) 


cocktail party before the banquet. 
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Visualite-Virden Merger 


CLEVELAND—Following a merger 
with the John C. Virden Co., Visual- 
ite Corp. will be known as the Visual- 
ite Division, according to announce- 
ment made by W. G. Sawyer, presi- 
dent of Virden. 

The design and engineering of 
fluorescent lighting, both for commer- 
cial and residential application, will 
continue to be a major activity of the 
Visualite Division under the direction 
of Norman H. Vacha. 


Rocky Mountain League 
Sets Attendance Records 


DENVER—More than half of the 
states of the nation were represented 
at a three-day meeting of the Rocky 
Mountain Electrical League which 
broke all records for full attendance 
at the various sessions. 

G. B. Buck was elected to succeed 
H. E. Samson as president. In the 
cabinet will be Arthur Prager, W. D. 
Johnston, Luke R. Storey and Ross H. 
Adams. W. C. Sterne, treasurer; 
Harry Adler, assistant treasurer; and 
George E. 
elected. 

During the banquet Don Germond 
received the Award of Merit for three 
years’ outstanding work among deal- 
ers, contractors and other interests in 
Wyoming. Ralph E. Johnson received 
the Distinguished Service Award for 
leadership in the Adequate Wiring 
movement and activity in the contract- 


ors’ group. 


Lewis, secretary, were re- 





ASSISTANT SALES MANAGER of 
Graybar Electric. In his new work, 
Douglas Wallace headquarters in gen- 
eral offices at New York, reports to 


General Sales Manager D. H. 
O’Brien. Wallace started with the 
firm as an accountant at Seattle in 
1922, advanced to senior accountant 
at headquarters several years later. 
Since 1938 he has managed the Jack- 
sonville Peninsular district. 











All Around the Town 


For general purpose wiring, Hazardex 
non-metallic sheathed cable provides econom- 
ical and simple installations within the limits 
prescribed by the National Electrical Code. 


Hazardex is light, therefore easy to handle. 
Simple and sturdy in construction, it may be 
installed quickly and at low cost, using stand- 
ard wiring devices. Hazacode rubber insula- 
tion, N.E.C. Standard, 600 volt thickness, 
gives high insulation resistance. Heavy, 
closely woven cotton braid saturated with a 


al m 
F ont Fal 


moisture-repelling and flame-resisting com- 
pound gives needed covering protection. 





HAZARDEX WITH PERFORMITE INSULATION 


Performite Super-Aging,Heat-Resisting Rubber 
Insulation (which meets Federal Spec. JC-106) 
is available on Hazardex on special order. This 
“super” insulation is stronger, tougher and more 
elastic than ‘‘code"’ insulation, more resistant 
to heat and is Super-Aging. Hazard Insulated 
Wire Works, Division of The Okonite Co., Wilkes- 
Barre, Pa. Offices in principal cities. 





omnes 





ae ll ee 


W 


. 


HAZARDEX 
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Briggs Advanced To 
ILG Sales Manager 


ILG Electric Ventilating Company 
has appointed P. D. Briggs general 
sales manager. Mr. Briggs continues 
to headquarter in New York, also 
‘ontinues his duties as vice-president 
nd Eastern manager. His association 
with the company goes back to 1917 





vhen he started as a sales engineer in 
the Chicago office. Not long after, he 
oved to New York and in 1928 was 
lected vice-president and Eastern 
anager. Mr. Briggs is well known 
to wholesalers throughout the country, 
both through personal calls and many 
iddresses he has made on the subject 


ventilation. 


. 7 . 
Present Humidifier 
Sales engineers of Carrier Corpora- 
tion have wound up a “flying circus” 
vhich took them to Chicago, Kansas 
City, Dallas, Atlanta and New York 
to show their latest development to 
the trade—a portable humidifier. Of 
two-tone walnut, the humidifier cabi- 
et is 18th Century design. Requiring 
o water connection, the unit operates 
Vv plugging into regular outlet. 


Nela Park Allstars 
Perform For Publishers 


\ parade of General Electric light- 
ng experts kept editors and publishers 

trade publications at quickstep dur- 
ng the Editorial Lighting Conference 
September 30 at Nela Park, Cleveland. 

Beginning with a_ get-acquainted 
ireakfast, sessions ran all day, with a 
vind-up steak dinner at Shaker 
leights Country Club. Speakers dis- 
ussing various light sources and 
ommercial applications included M. 
.. Sloan, C. E. Weitz, Ward Harrison, 
MI. Luckiesh, Dean Warren, Dr. Zay 
leffries, W. C. Brown, G. J. Taylor, 


V. M. Potter, W. G. Darley, E. W. 
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Commery, Walter Sturrock and H. F. 
Barnes. 

Highlights of the meetings, as 
summed up by Mr. Barnes at dinner, 
were: (1) the conclusive evidence 
that today’s lighting technique em 
ploys an increasing number of im- 
proved new products; (2) progress in 
all phases of lighting continues to 
place even greater demands upon all 
branches of the industry to stress, pro- 
mote and design for adequate amounts 
and quality of light; (3) fluorescent’s 
rapid growth has seen designs and 
improvements in keeping with all rea- 
sonably sound applications in commer- 
cial, industrial and residential uses. 

Earlier in the month, from the 23rd 
to 27th, seventy-nine lighting men 
from electrical wholesale houses, util 
itv and fixture concerns attended a 
commercial and industrial lighting 
course. Also in the group were light- 
South 


intensive ses 


ing men from Canada and 
\merica. During the 
sions, the students heard 49 talks on 
eparate subjects delivered by 28 Nela 


Park engineers. 


Buffalo Stages 
Roaster Campaign 


The Electric \ssociation of the 
Niagara Frontier, the Buffalo Nia 
vara Electric 
wholesalers and some 80 dealers got 


~ 


Corp., five electrical 
together and put on a bang-up roastet 
sales campaign. Sales went 25 per 
cent ahead of last year, although both 
in "38 and °39 special promotions 
were also conducted. 

Spearhead of promotion activities 
was a series of ten roaster cooking 
schools held in local theaters as part 





APs 





SPEAKING AT DINNER of Eagle 
Electric Manufacturing is Founder 
and President Louis Ludwig. At his 
right sits General Manager S. B. 
Kluger. Dinner took place during 
four-day sales meeting which cele- 
brated company’s 20th Anniversary, 
as reported in detail last month. 





NOW MANAGER of the Westing- 
house Agency Sales Section. In this 
work J. L. 
terests of manufacturing divisions and 
activities of 


Wagoner coordinates in- 
district specialists on 
panelboards, safety switches and re- 
lated lines. 1 member of Westing- 





house since ’22, he has managed 
panelboard sales since 1934 
of regular programs. Through this 


medium 17,000 peopl received a 20- 
munute roaster story which was dressed 
up as a radio broadcast. Buildup con- 
sisted of a trailer run in each theatre 
for two weeks before cooking school, 
lectric bill inserts, ne Vspaper 


ulvertising, window banners. 


also by e 


. 

For Better Business 
GETTYSBURG, PA.—Honors and 
changes which have come to M. A. 
Hartley and Co. all are indications of 
pl fitable activity, or are designed to 
create better business in the future. 

Recently 
\BC’s 3lst campaign, 
having been entered in the Easter1 
Division which included 9 states. 

Fifteen hundred square feet on the 
first floor have been turned into a 
building’s front 


has been remodeled and the company 


thev won first prize in 
é ‘ t 
anniversary 





display room. The 


e cas 


is taking on a line of lighting fixtures 


Promoting Infra Red 


In order to help wholesalers, utility 
men and contractors with their selling 
of infra red drying lamps, North 
\merican Electric Lamp Co., St. 
Louis, has issued a large array of 
material on the subject. Included 
among the envelope stuffers, catal- 
ogues, mailing pieces are sales point- 
ers, application data, market 
tion, and specifications of the equip 
ment manufactured by North Amet 


informa- 


ican. 
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NEW MULTI-BREAKER 
POWER PANELS 


FULLY AUTOMATIC 
OVERLOAD AND SHORT CIRCUIT PROTECTION 
AT A COST COMPARABLE WITH FUSED EQUIPMENT 
Here’s a NEW development in application of the time-tested Trumbull Multi- 
Breaker idea that means LOWER COSTS, GREATER SPEED... plus the “last word” in 
protection against machine “outage”... wherever re-wiring or extension of power 
circuits is part of Industry’s preparedness program. 
LOWER COST ... because these New Multi-Breaker Panels for POWER cost no 
more than comparable fused equipment. 
GREATER SPEED in installation because boxes are standardized, much more 
compact (only 534“ deep), carried as stock . . . calling for no special engineer- 
ing work. 
Multi-Breaker Units are interchangeable, can be arranged in many combinations. 
BETTER PROTECTION because Multi-Breaker Units have correct precision time- 
lag, and because service can be restored instantly by the “flip of a switch” when 
line is cleared. There is nothing to “blow”, no replacements, no maintenance. 
New Two and Three pole Multi-Breaker Units have COMMON trip. 


Available in 15-100 amp. capacity, 125 V-230V. AC single phase and 230V. AC three phase. 


NEW MULTI-BREAKER LIGHTING PANELS 


Now available with three - pole Multi- Breakers in the mains in more 
compact boxes (5 *4"’ depth) specially suitable for lighting modern- 
ization in industrial plants to meet new manufacturing demands. 


Fe 
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War-lime Facts — 
For Peace-Time Defense 


A sketch of war-time activities of the Wholesalers’ War 
Service Committee with brief excerpts from the official 


records of the National Electrical Wholesalers’ Association 


By 0. Fred. Rost 





ARELY is an industry fortunate 
enough to be able to draw on 
the official records and pro- 


ceedings that evolved out of one 
great national emergency for ref- 
erence and guidance of its opera- 
tions when another similar emer- 
gency is confronted. 

It is well that the 


electrical 





W. EB. (“Billy”) Robertson, Chairman of 

the W. S. C. was for many years a super 

active member of the wholesalers asso- 
ation, operated out of Buffalo, long 
nce sold his interests, now practices 
Ww as a pastime. 
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wholesaling industry finds itself in 
that enviable position because, when 
studied and interpreted in the light 
of 1940 conditions, those 1917-18 
experiences will loom large as pro- 
tective agencies against serious op- 
erating difficulties. 

When the United States entered 
the World War in April 1917, 
American industries already had 
been geared to a higher-than-peace- 
time production ratio because of the 
large volume of buying by Allied 
governments. 

However, those foreign orders 
were strictly a matter of private 
business. Private banking houses 
handled the details. The manufac- 
turers involved bought raw mate- 
rials when and where they could at 
the best price obtainable, and they 
charged for their products whatever 
price they could get. 

The American government, as 
such, took little or no direct interest 
either in such negotiations or the 
methods used for producing and de- 
livering the materials involved. The 
volume of business done on that 
basis, however, was so great that 
the docks of New York and other 
harbors often were jammed to the 





ceiling with goods awaiting ship- 
ment overseas. 

After this country entered the 
World War, things changed, not 
rapidly but steadily. Government 
buying bureaus were set up by dif- 
ferent departments. Standards and 
specifications were determined. 
Routines, restrictions and no small 
amount of “red tape”’ became a fac- 
tor, and everybody who did busi- 
ness with the government had to 
“know his way around” in a lot of 
different places. 

All the while, prices were going 
up on almost everything and almost 
every type of product became 
scarcer and scarcer. 

Wholesalers found it difficult to 
maintain more than a semblance of 
a complete stock. Some materials, 
after stocks were exhausted, could 
not be replaced. On others, manu- 
facturers offered 2, 3, 4, 5 months’ 


deliveries. There were manufac- 
turers who no longer accepted 


orders from wholesalers. 
While these conditions were ap- 
proaching their climax, priorities 
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entered the picture and wholesalers 
found that, if they wanted to stay in 
business, they would have to get 
recognition as an essential industry 
and seek an official classification 
from the Priorities Division of the 
War Industries Board. 

This was the status many months 
after we entered the World War, 
and experienced observers believe 
that today’s conditions closely re- 
semble those of late 1917 and early 
1918. 

Already for some months, gev- 
ernment agencies have played an 
important part in handling French 
and British purchases in America. 

Fixed procedures for 
with government 
been established. 

The National Defense Advisory 
Commission is functioning — effi- 
ciently. Huge government orders 
are being placed. The status of 
various industries and business ac- 
tivities is studied for the purpose of 
determining how essential they are 
to national defense. Stocks of raw 
materials held by private industry 
are being scrutinized. Last but not 
least, even now so-called “volun- 
tary’ or “unofficial” priorities 
already have been accepted by some 


dealing 
agencies have 


manufacturers at the urgent request 
of the National Defense Advisory 
Commission. 

Thus the electrical wholesaler of 
October 1940 finds himself con- 
fronted with much the same prob- 
lems that in 1918 prompted the 
National Electrical Wholesalers’ 
Association to create a War Service 
Comunittee. 

The comniittee consisted of W. F. 
Robertson, Buffalo, Chairman; F. 
M. Bernardin, Kansas City; N. G. 
Harvey, Chicago; W. R. Herstein, 
Memphis; and F. S. Price, Boston. 

The first meeting of that com- 
mittee, held July 24, 1918, was de- 
voted chiefly to discussions ‘of 
policies and planning and the com- 
position of an appropriate “pledge” 
that might be presented to the 
Priorities Division of the War In- 
dustries Board. 

Designed for personal signature 
by each wholesaler, that pledge, as 
finally approved, read as follows: 


The undersigned hereby pledges itself 
1. That it will not use, or, so far as lies 
within its power, permit the use of any 
stocks now or which may hereafter come 
into its possession or control save for 
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essential uses, as that term may be defined 
from time to time by the Priorities Divi- 
sion of the War Industries Board; 

2. That it will make no sale or deliv- 
ery from such stocks, except in the case 
of approved commodities or of such small 
sales from shelf stocks as are necessary 
to meet the immediate needs of the com- 
munity which it serves, (a) unless sup- 
ported by a Priority Certificate or by 
an automatic priority rating issued by 
authority of the Priorities Division of 
the War Industries Board, or (b) to any 
dealer, contractor, or customer buying for 
resale before his filing with it a similar 
pledge in writing; 

3. That in the case of electrical appa- 
ratus, in re-ordering for stock, or at the 
time of placing the original order, it will 
furnish the manufacturer with the follow- 
ing information regarding the essential 
character of the sale made, together with 


The statement there read )) 
Chairman W. E. Robertson in be 
half of electrical wholesalers migh’ 
well be considered an historic docu 
ment in that it presents the case o 
the electrical wholesaler in term 
and figures so irrefutable that hi 
status as an indispensable channe 
of distribution never again could be 
assailed successfully. 

(That statement will be printed i: 
an early issue of WHOLESALER’s 
SALESMAN. ) 

The presiding Judge Barke: 
assured careful consideration of the 
facts presented and took pains t 





MEMBERS 





W.R. (“Bill”) Herstein, Memphis, with 
a long and enviable record as a whole- 
saler, his operations stretching from St. 
Louis to New Orleans, now spends much 
time on civic affairs, opera, concerts, 
travels. 


data on stocks of identical apparatus on 
hand: 

Name of customer. 

Government Bureau or Department 
order number. 

Priority Certificate number or auto- 
matic rating. 

Purpose for which used. 

4. That it will use its utmost endeavor 
to prevent the hoarding of stocks and to 
insure that they be distributed solely for 
essential purposes. 


Nearly a month later, on August 
22, 1918, the committee appeared 
before the Priorities Division of the 
War Industries Board, with Judge 
Parker presiding. 
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F. M. Bernardin, Kansas City, highly 
successful wholesaler, incidentally fo 
years the industry's envied bachelor and 
Beau Brummell, quit hard work soon 
after he got married, now commutes be- 
tween Missouri and Florida. 


emphasize that the proposed .pledg: 
formed an important commitment 
and that everyone who signed 
would be expected to live up to " 
“in spirit as well as fact.” 

He warned that the pledge wou 
go to the Priority Commission and 
that a duplicate would have to 
filed with the manufacturers, a! 
further that the wholesalers’ co! 
mittee would be expected to polic’ 
the wholesalers as well as ! 
wholesalers’ customers and see to 
that the rulings were lived up 
and violations reported. 














AR 
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Program's pressing call for supplies will be wise 
to look back first to World War days when 
stocks: wore. Gilticalt. te: malstein, when, deleyed 














Frank S. Price, Boston, for decades a 
powerful factor in the industry and its 
organizations, now travels, hunts, fishes, 
and although officially retired, still plays 
his hobby which is artistic lighting 
equipment. 


Again nearly a month elapsed be- 
ore further action. Then came the 
ficial ruling from the Priorities 
vision of the War Industries 
soard in the form of Circular 23, 
vhich gave electrical wholesalers a 
ew lease on life and the opportun- 
ty to serve effectively. 

The War Industries Board rec- 
gnized that wholesalers performed 
ssential services in the public in- 
rest, agreed that they should be 
llowed to carry stocks to meet 
ssential requirements, charged 
iem with the responsibility to 


aber wet See ice at Oe 


make sure that the products sold by 
them “shall be devoted to essential 
uses.” 

Then it prescribed the particular 
limitations and procedures under 
which wholesalers would be ex- 
pected to operate. 

(We also reprint that famous 
Circular 23 verbatim elsewhere in 
this issue, as we believe that its 
perusal will prepare the 1940 
wholesaler for the type of responsi 
bilities that seem to loom ahead. ) 

This, however, was only the be 
ginning of a series of circulars, bul- 
letins, orders, “preference” lists, 
and other official releases, all de- 
signed to prevent leakages of mate- 
rial to non-essential users, speed up 
essential processes and expedite the 
general business of prosecuting the 
war to the utmost of everyone’s 
ability. 

For instance, industrial plants 
had to file statements of what they 
used in raw materials, what 
processes were employed, what 
their finished products were, where 
and by whom they were used. 

Rationing of raw _ materials, 
power, coal, fuel oil, was under way. 
Building or repair projects involv- 
ing more than $2,500 expenditure 
were taboo unless directly affecting 
war activities. 

Electrical heating appliance man- 
ufacturers were ordered to discon- 
tinue the manufacture of certain 
types of heaters, curling irons, 
waffle irons, water heaters and vari- 
ous other items and had to limit 
the number of styles offered on the 
rest of their lines to from 1 to 3 
numbers. 
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Meanwhile, the Wholesalers’ 
War Service Committee had met 
again and reached certain con- 
clusions which it passed along to all 
wholesalers. 

Among them, the following will 
be found interesting at this time: 

“(6) It was the opinion of the 
Committee that no orders should be 
accepted from dealers, contractors, 
retailers, repairmen and those buy- 
ing for resale, unless the regular 
pledge is given. 

“(7) ... and recommended that 
jobbers investigate very carefully 
and ascertain whether orders are 
not for larger quantity than is 
necessary for the territory served by 
the particular buyer.” 

(10) This paragraph _ specifies 
the procedure for handling com- 
plaints and includes: 

“(d) The Division Secretary 
shall obtain from the accused a 
sworn statement and affidavit as to 
whether the complaint is justified 
or not.” 

Restrictions and new rulings 
affecting wholesalers were piling up 
at an alarming rate when the sign- 
ing of the Armistice halted all war 
activities. 

On November 16, 1918, the War 
Industries Board issued Circular 57 
in which it announced the policy of 
gradually removing all embargoes, 
permitting freer use of commodities 
by manufacturers and builders with 
the view to final return to normal 
conditions. 

The Wholesalers Association’s 
semi-annual meeting at Cleveland, 
December 9, 10, 11, 1918, wit- 
nessed long discussions on post-war 
problems, contract cancellations, re- 
construction programs, etc. It also 
provided opportunity for an in- 
formal “Armistice” party at the 
Hotel Hollenden, memory of which 
will linger through hfe with those 
who had the privilege to be present. 


* * * 


At this point, the writer wishes 
to record grateful acknowledgment 
of the willing assistance extended 
to him by E. Donald Tolles, Man- 
aging Director of the National 
Electrical Wholesalers Association 
and his able staff, particularly in 
making available the reference vol- 
umes of the association’s library 
which contained much of the factual 
data and quotations here presented. 
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Priorities Of 1917-18 Pattern 


Priority certificates, numbers, ratings, never again may 


become a factor in electrical wholesaling operations, but if 


they do—Here are facts worth knowing and remembering 





S THE National Defense Program 
guns momentum, conditions 
will in all probability sooner 

or later reach a point where electri- 
cal wholesalers and their suppliers, 
the electrical manufacturers, will 
find themselves wrestling with the 
problem of priorities—called by that 
name or something else, but closely 
patterned after the 1917-18 variety. 

lor suppliers to any one of the 
1914-18 Allied governments, the 
term “priorities” had become an in- 
escapable part of every transaction 
long before the United States en- 
tered the World War. 

To most of the American electri- 
cal wholesalers, “priorities” was just 
another word, given prominence in 
some reports and newspaper articles 
but of no particular interest to them. 
It did not pop up in their daily 
business contacts until late 1917, and 
it was late in the spring of 1918 
before some wholesalers awakened 
to the fact that their very business 
existence might before long depend 
upon those things called priorities. 

They found that some of their best 
friends, manufacturers with whom 
they had done business for years, 


perhaps for decades, no longer 
would accept their orders unless pri- 
ority certificates could be produced 
or priority “ratings” of the pur- 
chaser supplied. 

When they tried to get similar 
goods from some other manufac- 
turer, in order to fill urgent needs, 
they were met by the same demands. 

3y early summer of 1918 “pri- 
orities” had become the constant 
nightmare of almost every electrical 
wholesaler. 

Then the activities of the Whole- 
salers War Committee 
brought order out of chaos, and pub- 
lication of Circular No. 23 provided 


Service 


every wholesaler with a set of rules, 
proper observance of which would 
enable him to continue in business 
and service his customers within 
certain well defined limitations. 
As operated in 1917-18, the pri- 
orities system functioned quite sat- 
isfactorily for manufacturers but 
imposed heavy burdens on the elec- 
trical wholesaler who was then, as 
now, compelled to deal with several 
hundred different manufacturers, 
and then, as now, sold to hundreds 
of different customers representing 


‘ 


I mposed as added business complexities during 
1917-18, the Wholesalers’ Pledge and Circular 
No. 23 are worth turning to again and studying 
now—in 1940 when problems are similar and 
proper cooperation with the Defense Program 
calls for careful charting of the course. 
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contractors, dealers and perhaps an 
endless variety of different indus- 
trial aecounts. 

His problem was made still more 
complex because different material 
enjoyed different priority ratings 
and his various customers did not 
rank equally as far as their status 
was concerned. 

Thus, for instance, 
proof fittings naturally ranked near 
the top, along with munitions as far 
as priority rights were concerned, 
but house bells or buzzers were 
practically without status. 

Orders from an airplane plant or 
a gunsight factory carried a prior- 
ity rating that gave them the right 
of way all along the line from manu- 
facturer, on the railroads, with the 
wholesaler and through to speediest 
possible delivery. Yet a piano fac- 
tory probably would have had to 
shut down if its supply of wire ran 
out, because wire manufacturers 
could not turn to making piano wire 
unless there were no other orders 
with higher-ranking priorities in the 
house. 

Priority ratings were established 
for every type of materials accord- 
ing to their importance to the prose- 
cution of the war and production, 
transportation and wholesaling ac- 
tivities had to proceed giving atten- 
tion to orders in accordance with 
the rank of the priority classification 
applied to the material involved. 

If it is reasonable to assume that 
at some time in the future National 
Defense Program activities will 
reach a point where a priority sys- 
tem becomes ncessary, then it is well 
for electrical manufacturers and 

wholesalers to take time by the fore- 
lock and put their respective houses 
in order so that governmental re- 


explosion 


quirements can be met with least 
delay and without serious disturb- 


















aay Set Style For 1940-2 


By 0. Fred. Rost 





ance of the operating procedure. 

For instance this writer, who dur- 
ing the World War actively oper- 
ated an electrical wholesaling busi- 
ness, foresaw late in 1917 that 
priorities sooner or later would have 
to be counted with. 

To meet that expected situation, 
a special reporting system was es- 
tablished with the obiective of hav- 
ing at hand ultimately a complete 
record of the type of activities for 
which contractors and industrials 
were buving electrical materials. 

A special form of record cards 
was developed on which provision 
was made for entering the purposes 
for which specific materials were 
purchased. In the case of indus- 
trials their products were listed and 
if they were operating on war or- 
ders, the number of their orders, 
priority “ratings” and other infor- 
mation was entered on those cards. 
Wherever the regular salesman was 
unable to secure the necessary data, 
a letter to the principal of the pur- 
chaser was dispatched with urgent 
request for cooperation. 

This plan proved so effective that 
by the time supplying manufacturers 
were forced to demand priority cer- 
tificates or specific priority “rat- 
ings,” these could be readily sup- 
plied from the records on hand. 

It is not the purpose of this article 
to arouse anxiety or cause alarm. 
Furthermore, it is impossible to say 
at this writing whether a system of 
priorities will be put into operation. 

However. in the interest of the 
electrical wholesaling industry, it 
must be recorded that as of August 
/, 1940 the National Advisory De- 


lense Commission requested that 


+ KO 


manufacturers of wool army blank- 
ets should put in effect “unofficial” 
priorities, to meet urgent army re- 
quirements. This, at a time when 
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the selling agents of those mills com- 
plained that they were already be- 
hind in deliveries against commer- 
cial contracts. 

Perhaps it is a far ery from army 
blankets to electrical materials, but 
this country is committed to a pro- 
gram that eventually will tax to 
capacity, and beyond, many of its 
important industries. This being 
the case, it is reasonable to expect 
that at least in some fields. priori- 
ties of some sort will become a 
necessity if through proper coordi- 
nation of all sources the maximum 
of productive capacity is to be 
achieved. 

Already the Army and Navy 
Munitions Board, at the request of 
the National Defense Advisory 
Commission, has adopted a previ- 
ously proposed system of preference 
“rating” for defense contracts. 

On this subject, the Business 
Week of September 21, 1940 re- 
ports as follows: 

“But there’s a vital difference be- 
tween these preference ratings and 
government-imposed priorities. Pri- 
orities mean rigid control of deliv- 
eries, with some measure of price 
regulation, administered by govern- 
ment officials. Preference ratings 
leave a manufacturer’s business in 
his own hands, so long as he is 
able to meet the delivery schedules 
put on defense orders. 

“Under the ‘rating system each 
contract placed with private indus- 
try, arsenals or Navy yard will bear 
a preference classification: Class AA 
for future emergencies of excep- 
tional nature;*Class A for orders 
requiring specially preferred treat- 
ment. Each of these classifications 
will be subdivided into AA1, AA2, 
A, Al, A2, etc., as necessary. Each 
order will carry a desired date of 
delivery. A prime contractor may 








extend preference ratings of his con- 


tracts to subcontractors of materials, 
services, production machinery. In 
acute situations on equipment and 
supplies, he may send an S.O.S. to 
the Priorities Committee of the 
Munitions Board, go all the way up 
to the Coordinator of National De- 
fense Purchases. 

“How the new system works will 
depend entirely on the voluntary 
cooperation of all industrialists to 
give right of way to deliveries with 
preferred ratings. What both in- 
dustry and its friends in Washing- 
ton fear is that a few rugged indi- 
vidualists will try to ‘stand on their 
rights’ and spoil the work of the 
overwhelming majority. The De- 
fense Commission serves notice that 
a big stick is ready for use ‘just in 
case. It says: “The commission 
favors continuance of the voluntary 
system until it appears that more 
authoritative measures are re- 
quired.’ ”’ 

Obviously the various govern- 
ment agencies are determined that 
industry and business shall have an 
opportunity to execute the demands 
originating from National Defense 
activities without imposing new re- 
strictions and undue hardships. 

Failing in that, priorities and all 
the accompanying complications and 
extra labors will become the order 
of the day—for electrical manufac- 
turers and wholesalers alike. 








By W. R. Herstein 








N THE spring of 1918, wholesalers 

of electrical materials became 

aware that the War Industries 
soard had a significance, not only 
for manufacturers, but for them- 
selves as well. Since April, 1917, 
we had gradually become accus- 
tomed to delay in the filling of our 
orders, but now we began to re- 
ceive from manufacturers requests 
that our orders be accompanied by 
the serial numbers of our Priorities 
Certificates, all of which was Greek 
to the majority of us. 

It was not long, however, before 
certain members of the National 
Electrical Wholesalers’ Associa- 
tion’s Executive Committee received 
a summons to a meeting in New 
York. The late Franklin Over- 
bagh, General Secretary of the As- 
sociation, and his then assistant, 
Mr. E. Donald Tolles, now manag- 
ing director of the association, had 
gotten in touch with some of the 
manufacturers and had _ received 
their advice as to the course the 
wholesalers should pursue. Jt was 
important that we should receive 
recognition of our industry at Wash- 
mgton; otherwise, with the rapidly 
increasing tempo of American mili- 
tary and naval operations, there was 
serious danger of our being ex- 
cluded altogether from the national 
business scene. 

Upon the recommendation of the 
manufacturers, who were already 
thoroughly familiar with the modus 
operandi to be pursued, a War 
Service Committee for the electrical 
wholesalers was appointed, com- 
posed of W. E. Robertson, Chair- 
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man, Buffalo, N. Y.; Frank S. 
Price, Boston, Mass.; N. G. Har- 
vey, Chicago, IIl.; F. M. Bernardin, 
Kansas City, Mo.; and the writer. 
The names of these gentlemen were 
submitted to the War Industries 
Board and they were accepted as 
the War Service Committee for the 
electrical wholesaling industry. 
Our contact with the War Indus- 
tries Board was through the Pri- 
orities Commissioner, Judge E. B. 
Parker, a Texan whose shrewdness 
and sound common sense were im- 
pressive. On a certain day in 
June, 1918, the members of the 
Committee were notified to assem- 
ble in Washington, and in due 
course we were received by Judge 
Parker. His office was a modestly 
furnished room in one of the numer- 
ous temporary frame buildings which 
had been hastily erected in the 
capital. The conference had been 
arranged for us by the manufac- 





To some electrical whole- 
salers and salesmen of 1940, W. R. 
Herstein may be only a name, but 
by those active in this industry prior 
to the early 1930's, "Bill Herstein 
was recognized as one of the ablest 
men in this field, at once one of the 
most respected and most admired. 

lf there was any constructive job 
to be done within the wholesaling, or 
one of the other branches of the 
electrical industry, Bill Herstein either 
was on the committee or chairman 
of it. You could always count on 
him to work hard at whatever task 
was assigned to him, and he would 
always stand up and fight for the 
rights of the wholesalers. 

That's why in 1918 the Wholesalers 
Association made no mistake in ap- 
pointing Bill Herstein on the Whole- 
salers' War Service Committee. 

That's why this writer did not hesi- 
tate to ask friend Bill for his story 
when current developments made it 
seem highly desirable that the oc- 
currences of the 1917-18 war period 
be reviewed for the benefit of the 
1940 generation of wholesalers. 

And did Bill come through? 

We will let you judge for yourself, 
and when you have finished reading 
this unedited story, you will under- 
stand just why Bill was the first to 
receive the McGraw Award and 
Medal (1925) and why we think that 
the wholesaling industry lost a valu- 
able exponent when Bill Herstein 
decided to withdraw from his whole- 
saling interests, stretching from Ten- 
nessee to Louisiana, and retire to 
private life at Memphis, Tenn. 

We consider it a pleasure and a 
privilege to publish this intensely in- 
teresting and exceedingly valuable 
recital of 1918 experiences on the 
Wholesalers’ War Service Committee. 

O. Fred. Rost, Editor 


O nly occasionally do those who were active 
during the World War think back to the time 
abnormal pressures that characterized all busi- 
ness activity. Defense will impose similar heavy 
wholesalers look ahead to meet them 
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Essential in War, 1917-18, ln 








Indispensable for Defense 194()-? 


What the War Industries Board of 1917-18 decided as 
essential then, has become indispensable since through the 


manifold increased complexities of 1940 business practices. 
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turers, and, out of the abundance 
of their experience, they had 
coached us in the procedure to be 
followed. After introductions, the 
Judge lost no time in coming to 
the purpose of the meeting. 

“Gentlemen,” he said, “what in- 
dustry do you represent?” 

“The electrical wholesale indus- 
try,” replied our Chairman. 

“What are the functions of your 
industry ?” 

He was informed briefly concern- 
ing the character of the business, 
its status in the electrical scheme 
of things, and the personnel of its 
members. 

“To what extent are you gentle- 
men representative of the entire in- 
dustry?’ was his next question. 

“We are a Committee appointed 
by the Electrical Supply Jobbers 
Association (as it was then known) 
whose membership embraces ap- 
proximately 150 concerns, located 
in practically every state in the 
Union, and includes about 80% 
of the institutions commonly recog- 
nized in the industry as electrical 
jobbers. 

“Then, I can accept you as rep- 
resentative of your industry, but 
vou will have to represent, also, the 
20% who are not members of your 
irganization, and represent them 
mpartially. Do you think you can 
lo that?” 

Ts a, 

“Let us come, then, to the pur- 
ose of your visit- What can I, 
s Priorities Commissioner, do for 
ou?” 


It was explained to him that we 


were having difficulty in securing 
acceptance and shipment of our or- 
ders ; that manufacturers in increas- 
ing numbers were asking for our 
Priorities Certificate number; and 
that, without being accorded a pri- 
orities rating, the industry would 
presently find itself unable to carry 
on. Then came what might be 
called in drama the Judge’s big 
moment. Slowly and quietly, but 
most impressively, he said to us: 

“Gentlemen, the United States 
Government is at war with Ger- 
many. The most important busi- 
ness in the world today, for our 
Government, is the defeat of Ger- 
many. We will permit nothing to 
interfere with that objective. If 
this office is to do anything for 
your industry, it must be shown 
that your industry is essential to 
the winning of the war. Are you 
prepared to do that?” 

We were. All the friendly coun- 
sel of the manufacturers had been 
directed at preparing us for this 
precise question. In the great in- 
dustrial and shipbuilding areas of 
the east, it was explained, construc- 
tion and _ production operations 
would be greatly retarded without 
recourse to the depots of electrical 
materials carried by the jobbers. 
He was shown how, in our indus- 
try, even the installation of the 
smallest wiring job, required the 
products of many manufacturers, 
and the obvious advantage of pro- 
curing all these products from one 
source, rather than attempt to order 
from each manufacturer individ- 
ually. In the west, the south and 
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the middle west, it was brought out, 
cantonments, flying fields and other 
military establishments were con- 
stantly being erected and expanded, 
and that these required in huge 
quantities the materials we had in 
stock. An order from one canton- 
ment was presented to him, calling 
for fifty different articles, produced 
by at least half that number of 
factories: wires and cables from 
New England and New Jersey; 
sockets, receptacles and switches 
from Connecticut and New York; 
pole line hardware from Pennsyl- 
vania and Wisconsin; insulators 
from Ohio and Indiana; and so on 
across the continent until it called 
for fir arms from Oregon. To a 
man of the Commissioner’s quick 
perception, it was no trick to show 
that if the purchasing officer of this 
particular cantonment had to se- 
cure his materials direct from the 
manufacturers, the war would prob- 
ably be over before the order was 
filled; and the advantage of plac- 
ing one order with one institution 
was obvious. 

The Judge readily assented that 


35 

















we had shown our capacity for 
usefulness. “But,” he said, “you 
have also shown in the course of 
our talk, that you sell other mate- 
rials than those required in indus- 
try and in military establishments, 
and to other people besides the 
government and its suppliers. You 
must understand that, with all the 
resources of the United States, we 
cannot afford to be profligate with 
materials. You sell to retailers, to 
electrical contractors, and, in fact, 
to almost anyone needing electrical 
goods. It is necessary for me to 
explain to you that if, for instance, 
a woman has been using a fire- 
heated sadiron all her life, she must 
continue to use it to the end of the 
war and not buy an electric iron; if 
she has been using a coal or wood 
stove, she must not now change to 
electric; if a man is using a me- 
chanical doorbell, he must continue 
to use it. Since you are whole- 
salers, it may be difficult or impos- 
sible for you to follow your mate 
rials into the hands of the ultimate 
consumer; but you must arrange 
with those to whom you sell that 
this be done. In other words, you 
must police your industry to the 
end that all waste shall be elimi- 
nated. Do you think you can do 
this, and will you make this effort? 

We thought we could, and we 
were certainly willing to try. 

Receive Priorities Rating 

So it was agreed that we should 
receive a Priorities Classification of 
D-4, which was the same as given to 
the hardware jobbers who had pre- 
While 


this rating was far inferior to A-1, 


ceded us by a few weeks. 


given to aircraft and munitions man 
ufacturers, builders of warships, ete 
it was sufficient for our purpose. 

Immediately, Priorities Certifi 
cates, with serial numbers, were 
issued to all members of our asso 
ciation, and electrical wholesalers 
not members were invited to make 
application. 

Pledge cards were printed for 
electrical contractors. The situation 
was carefully explained to them, and 
we had their co-operation without 
difficulty. 
instances where a contractor’s de 


There were, of course, 


sire to fill an order biased his judg- 
ment as to the essential character 


of the job, but we were caused 
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few embarrassments and we had 
no reason to feel that the patriotism 
of the contractor was inferior to 
that of the jobber. 

Our greatest trouble came from 
concerns applying for certificates 
who could by no process of reason- 
ing be termed electrical wholesal- 
ers. \mong these was a consid 
erable number of fixture manufac 
turers, large users of electrical sup 
plies who had been in the habit of 
buying direct from manufacturers, 
but who could no longer do so with- 
out a certificate and serial number. 
\nother difficult type of applicant 
was the mill supply dealer who 
carried a small line of electrical 
supplies for sale to his industrial 
customers. Practically the whole of 
a mill supply dealer’s sales are to 
consumers. He sells little for re 
sale. While he bought his electrical 
materials from manufacturers di- 
rect, and presumably at wholesal- 
er’s costs, we could not classify him 
as an electrical wholesaler of the 
type we had represented ourselves 
as being to the Priorities Commis- 
sioner, unless we knew him to be 
maintaining a genuine electrical 
jobbing business—which few of 
them were doing. There were also 
a number of very large electrical 
contractors, whose purchases of 
electrical materials in the course of 
a year were actually greater in 
quantity than the purchases of some 
of our own members. These, too, 
had no priority certificates, were 
being embarrassed in the procure 
ment of materials, and asked to be 
certified as jobbers. 

To all these, we replied that we 
had carefully and explicitly ex- 
plained to Judge Parker the defini- 
tion of an electrical wholesaler ; that 
the authority to grant certificates 
had been lodged in us upon the basis 
of the exact definition then pro- 
pounded by us and accepted by 
him; that we had no power to vary 
or enlarge the definition; that they 
should seek relief through their 
own industry, if it had a War Serv- 
ice Committee; and that, in any 
event, we were unwilling to deviate 
from what we conceived to be our 
commitment to the government. 

Thereupon, from all sides and 
from the most unexpected quarters, 
political pressure began to be ap- 
plied upon us. Particularly, local 





WHOLESALER’S SALESMAN — October 1940 








congressmen began pressure from 
Washington. In no instance, be- 
yond a mere inquiry as to the facts, 
did the office of the Commissioner 
attempt to influence us. Personal 
friends and business connections 
pressed the claims of some of the 
Indeed, many of the 
non-qualifying 


applicants. 
applicants were 
friends or customers of members of 
the Committee. Throughout it all, 
[ can truthfully say that the Com- 
mittee dealt with every case with 
judicial impartiality; that the per 
sonal wishes of its membership 
were never once considered; that 
it carried out meticulously its pledge 
to the Priorities Commissioner ; and 
that at the end of its term of service 
it had no apologies to make. 


Growing Responsibilities 


The last session of the Committee 
was held on the second floor of a 
hotel in Buffalo, N. Y., early in 
November, 1918. For several days 
we had been wrestling with appli 
cations from qualifying and non- 
qualifying institutions. Personal 
and political pressures were growing 
more and more insistent. The diffi 
culty of procuring supplies, to those 
still without certificates, was grow 
ing more and more insurmountable. 
The responsibilities of the Commit- 
tee were growing by leaps and 
bounds. Each member of the Com 
mittee was the head of a business 
which required his full time at home 

-a business whose ranks were be 
ing steadily depleted by army enlist 
ments, whose sales, house and ac 
counting forces were running short 
handed, whose ragged stocks ol 
materials were only with the great 
est of difficulty maintained in ser\ 
iceable condition, and whose prob 
lems called for his daily presence. 

In the midst of this trying 
situation, a newsboy was heard out 
side crying “Extra.” One of the 
members walked to the window and 
looked down at the sidewalk. 

“Fellows,” he said, “the paper 
has the word PEACE printed across 
its entire front page.” 

For hours we had been hoping 
for it—expecting it—and finally it 
had come. 

“Well,” said another member, “! 
guess this Committee’s job is about 
finished.” 

And, thank heaven, it was. 


The Chairman Reminisces 


By William E. Robertson 


Chairman, Electrical Wholesalers’ 


1917-18 War Service Committee 





RECALL, as if it happened but yes 
terday, that Buffalo meeting of 
our War Service Committee 
when we were electrified by hearing 
the newsboys calling “Extra—Extra 

Armistice declared.” 

After joining the multitude in the 
afternoon’s celebration, we met 
again at dinner. It seemed like a 
waste of time to proceed with our 
deliberations if peace was assured, 
so we adjourned. 

Thus ended many months of 
strenuous effort of which just one 
angle is of importance here, namely : 
We had succeeded in convincing 
every interested government agency 
represented on the War Industries 
soard that electrical wholesalers are 
an essential and 
gency of distribution. 

Preparation for defense, if not 
actual warfare, in progress today 
will in the near future in all proba- 
bility again raise the question of the 
place that the electrical wholesaler 
s to hold in the distribution of mate- 
rials of all kinds needed by essen- 
tial war industries, as distinguished 
rom the normal requirements which 


indispensable 


re usual with manufacturers, 


utilities, businesses and homes. 
Then the following arguments, 
which were presented to the War 
Industries Board in 1918 and which 
helped to secure the ruling that the 
electrical wholesaler was an essen- 
tial industry, will again be useful: 
(1) That large stocks of merchan- 
dise immediately available for de- 
livery are carried by electrical 
wholesalers in all distributing cen- 
ters throughout the United States. 
(2) That no other single agency 
knew all responsible sources of elec- 
trical supplies and therefore could 
supply or secure in the shortest time 
the kinds of materials wanted by any 
plant producing war essentials. 
Numerous illustrations of these 
two points were given, among them 
that of an order for 114 items 
placed with a Buffalo wholesaler 
by the Curtiss Aeroplane Company. 
Items on that order ranged from 
transformers, poles, crossarms, in- 
sulators, anchors, guy wires, con 
duits, rubber wire, lead cables, 
weatherproof wire, panel boards, en- 
trance switches, and so on, down to 
fuse plugs. Of the 114 items, 89 


were delivered at once and, because 


When a newsboy's “Extra—Extra—Armistice 
Declared"’ cut across the deliberations of the 
War Service Committee, it marked the end of 
a period which had demonstrated the indis- 
pensable services of the Electrical Wholesaler, 
a period full of difficult decisions necessary to 
help the industry keep faith with the government 
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of the wholesaler’s knowledge wher 


poles, crossarms, insulators and 
other items could be had immedi- 
ately, the balance was delivered in 
less than a month. 

Another case cited was that of a 
Chicago wholesaler who received 
an order for 87 different items from 
a steel mill and was able to furnish 
79 of them out of stock. Similar il- 
lustrations involving outstanding 
services by electrical wholesalers 
were quoted from cities, across the 
continent, from Boston to San Fran- 
C1Sco. 

Remembering that the Wholesal- 
ers’ War Service Committee also 
was vested with police power and 
could cut off the supply of materials 
from any wholesaler who violated 
the provisions or the spirit of the 
act, wholesalers active in 1917-18 
often had to make painful decisions 
in order to help the industry keep 


h with the government. 


fall 
[ can recall a ruling I had to 
make in the case of a jewelry box 
manufacturer. He wished to expand 
his plant because of the great de 
mand for jewelry boxes to contain 
souvenirs given to the four million 
men who were drafted for war and 
who, on leaving home, were pre- 
sented with jewelry by relatives and 


associates. The expansion of tl 
plant required a $110,000 addition, 
in which addition electrical supplies 
to the extent of about $20,000 would 
have been used. However, jewelry 
box manufacturing was not an es- 
sential industry, and therefore no 
electrical supplies were delivered. 














Wholesalers’ Governmen 


Conditions under which 1917-18 wholesalers operated 


give perspective in viewing 1940’s pressing problems 





ROM various sources within and 

without officialdom in Washing- 

ton come reports of rules and 
regulations that have been and are 
being promulgated for eventual ap- 
plication to various industrial and 
business activities in the event that 
conditions should become critical or 
actual war become a reality. 

We present here from the records 
of the National Electrical Whole- 
salers Association the wording of 
the pledge under which in 1918 
electrical wholesalers were obliged 
to operate as a condition of official 
recognition of the essential charac- 
ter of their functions by the War 
Industries Board. 

We reprint also, verbatim and in 
full, Circular 23 of the Priorities 
Division of the War Industries 
Board which specifies in detail the 
conditions then imposed upon elec- 
trical wholesalers. 

Together the contents of those 
two documents provide a vivid in- 
sight into the type and extent of 
limitations that industry and _ busi- 
ness must expect to endure while a 
national emergency exists. 


We have no knowledge whether 
or not the vigorous prosecution of 
our country’s National Defense Pro- 
gram ever will make such drastic 
actions necessary, but believe that 
this review of 1917-18 problems at 
this time is both interesting and of 
service to the industry. 


THE 1918 PLEDGE 


The undersigned hereby pledges itself: 

1. That it will not use, or, so far as lies 
within its power, permit the use of any 
stocks now or which may hereafter 
come into its possession or control save 
for essential uses, as that term may be 
defined from time to time by the Priori- 
ties Division of the War _ Industries 
Board; 

2. That it will make no sale or deliv- 
ery from such stocks, except in the case 
of approved commodities or of such 
small sales from shelf stocks as are nec- 
essary to meet the immediate needs of the 
community which it serves, (a) unless 
supported by a Priority Certificate or by 
an automatic priority rating issued by 
authority of the Priorities Division of 
the War Industries Board, or (b) to any 
dealer, contractor, or customer buying for 
resale before his filing with it a similar 
pledge in writing; 

3. That in the case of electrical appa- 
ratus, in re-ordering for stock, or at the 
time of placing the original order, it will 





preference ratings already affecti tai 


industries, the story of 1917-18 priorities 


3 


ceedings takes on renewed significance. 
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furnish the manufacturer with the fol 
lowing information regarding the essen- 
tial character of the sale made, together 
with data on stocks of identical apparatus 
on hand: 
Name of customer. 
Government Bureau or Department 
order number. 
Priority Certificate number or auto 
matic rating. 
Purpose for which used. 


4. That it will use its utmost endeavor 
to prevent the hoarding of stocks and t 
insure that they be distributed solely for 
essential purposes. 


Circular No. 23 
WAR INDUSTRIES BOARD 
Priorities Division 
To All Electrical Manufacturers and 
Resale Distributors of Electrical Equip 


ment, Apparatus, Appliances and Sup- 
plies : 


I 


It is in the public interest that all job 
bers, wholesalers, and resale distributors 
of, and dealers in, electrical equipment 
apparatus, appliances and supplies should 
be permitted to maintain reasonabl 
stocks from which government agencies 
war industries, contractors and the civil 
ian population may draw to meet essen 
tial requirements. Such persons, how 
ever, should recognize the existing 
necessity for rigid economy in the use of 
all such products and their duty to se 
that such products shall be devoted to 
essential uses and they should pledge their 
whole-hearted co-operation in a program 
to accomplish such results. 


II 


Jobbers, warehousers and resale dis 
tributors (all of whom will be heret 
referred to as jobbers) through their 
War Service Committee have alread) 
obligated themselves to assist in securing 
such results. They will be permitted t 
maintain reasonable stocks and distribut« 
therefrom as follows: 


Pledge of Jobbers, Warehousers and 
Resale Distributors of Electrical Equip- 
ment, Apparatus, Appliances and Supplies 
Priorities Division, 
War Industries Board, 
Washington, D. C. 

The undersigned hereby pledg« 
itself (1) not to use, nor, so far as li 
within its power, permit to be use 
any electrical equipment, apparatus 
appliances or supplies, which now a! 
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Regulations in 1918 








or may hereafter come into its posses- 

sion or under its control except for 

essential uses as that term has been 
or may be defined or applied from 

time to time by the Priorities Divi- 

sion of the War Industries Board; 

(2) not to make any sales or deliver- 

ies from its stocks except (a) such 

small sales from shelf stocks as are 
necessary to meet minor needs of the 
community which it serves; (b) such 
sales as are warranted by priority 
certificates or by automatic priority 
ratings issued or authorized by the 
Priorities Division; (c) sales of ap- 
pliances, the manufacture of which 
has been approved by circular or ex- 
press permit of the Priorities Division 
and for whose sale a pledge has been 
given by such jobber to the manu- 
facturer thereof, or (d) sales to deal- 
ers, contractors, retailers, repairmen, 
or others buying for resale who have 
filed with the undersigned a pledge in 
writing similar to this pledge; (3) 
that, in ordering electrical equipment 
or apparatus, it will furnish the manu- 
facturer in the manner prescribed by 
such manufacturer information regard- 
ing stocks of substantially similar rat- 
ings and types of all makes then on 
hand and the essential character of 
the sale or sales made justifying the 
order placed; (4) that it will use its 
utmost endeavor, to reduce all stocks 
to the minimum consistent with the 
essential requirements of the territory 
to be served, to prevent hoarding of 
stocks, and to insure that they be dis- 
tributed solely for essential purposes. 

When the Priorities Division shall 
have approved such pledge, the Electrical 
and Power Equipment Section will issue 
to such jobbers its certificate declaring 
such jobber to be entitled to avail itself 
f the benefits of this circular. 

(2) To the extent that its sales fall 
within the limits of the foregoing pledge, 
1 certificated jobber shall be entitled to 
place with any manufacturers or jobbers 
onstituting its sources of supply, order 
for stock; provided (a) that such orders 
for stock shall not be in substantial 
xcess of the amounts actually sold from 
previous stocks; (b) that due regard has 
been had for such jobbers’ obligation to 
reduce all stocks to the minimum con- 
sistent with the essential requirements 
f the territory which it serves, and (c) 
that each order for electrical equipment 
1” apparatus is accompanied by a state- 
nent as indicated in item 3 of its pledge. 
The Electrical and Power Equipment 
Section will revoke its certificate issued 
» any jobber for any violation of the 
ledge given by such jobber and will 





certify such revocation to such jobbers’ 
suppliers, and the Priorities Division 
will withhold from such offender all 
priority assistance. 

(3) All order for stock placed in ac- 
cordance with the foregoing plan shall 
be and they are hereby rated as Class 
B-4 and entitled to priority and prece- 
dence accordingly; conditioned, that any 
certificate holder, when placing any or- 
der with any supplier, must have on 
file with such supplier a copy of the 
certificate issued to holder by the Elec- 
trical and Power Equipment Section. 


III 


All dealers, contractors, retailers, re- 
pairmen and others buying for resale, 
(all of whom will be herein referred to 
as dealers) not holding certificates issued 
by the Electrical and Power Equipment 
Section, (except jobbers whose certifi- 
cates have been revoked), will pledge 
their co-operation and will be permitted 
to purchase reasonable quantities of elec- 
trical goods for resale and to distribute 
same pursuant to the following plan: 

(1) Each such dealer will execute and 
file with each of its suppliers its pledge 
of co-operation. Such pledge will be 
signed by the person, firm or corpora- 
tion owning such business or by an au- 
thorized executive thereof and will be 
in the following form: 


Pledge of All Dealers, Contractors, Re- 
tailers, Repairmen, and Others Buying 
Electrical Goods for Resale. 


CE iets ccatadcl acess wen ara 


ON I ttt. ater ahaa se alban abies 


The undersigned hereby pledges it- 
self (1) not to use, nor, so far as lies 
within its power, permit to be used 
any electrical equipment, apparatus, 
appliances or supplies which are now 
or may hereafter come into its pos- 
session or control except for essential 
uses as that term has been or may be 
defined or applied from time to time 
by the Priorities Division of the War 
Industries Board; (2) that, in order- 
ing electrical equipment or apparatus, 
it will furnish its source of supply, in 
the manner prescribed by such sup- 
plier, information regarding stocks of 
substantially similar ratings and types 
of all makes and the essential charac- 
ter of the sale or sales made or to 
be made justifying the order placed; 
(3) that it will use its utmost en- 
deavor to reduce all stocks to the 
minimum consistent with the essential 
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requirements of the trade served, to 
prevent hoarding of stocks, and to 
insure that they be distributed solely 
for essential purposes. 


(2) All orders placed in accordance 
with this pledge shall be and they are 
hereby rated as Class C and entitled to 
priority and precedence accordingly ; con- 
ditioned, however, that such dealer shall 
have on hand with its supplier its said 
pledge. 

(3) Any supplier of any dealer with 
whom any order is placed by such dealer 
in accordance with the plan prescribed 
by this circular shall scrutinize such or- 
der carefully in the light of the then rela- 
tionship of supply and demand generally 
of the particular electrical goods and 
the needs of the trade served by the 
dealer placing such order. 

(4) Any violation by any dealer of its 
said pledge must be promptly reported to 
the Electrical and Power Equipment Sec- 
tion and such Section will certify such 
dealer to its suppliers to be no longer 
entitled to avail itself of the benefits of its 
priority classification under this circular 
and the Priorities Division will withhold 
from such offender all priority assistance. 


IV 


The War Industries Board will rely 
upon such certificated jobbers and their 
war service committee and trade supplied 
by them to see that the policies mentioned 
herein are safeguarded as to all business 
done through such jobbers or which 
comes under their observation. It will 
rely upon the manufacturers of electrical 
goods and trade supplied by them to see 
that the policies mentioned herein are 
safeguarded as to all business done by 
such manufacturers or which comes un- 
der their observation. 

The Government is depending upon the 
experience and patriotism of all manu- 
facturers, jobbers, dealers and consumers 
to assist it in securing an equitable dis- 
tribution of all products and their appli- 
cation solely to essential uses. 

Yours very truly, 
(Signed) EDWIN B. PARKER, 
Priorities Commissioner 
September 17, 1918 
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Wholesalers Help Industry} | 


With industrial production so vital to the national 


defense program wholesalers can help turn wheels 


at still faster tempo while getting larger orders 
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RACTICALLY all of industry 1s in 
volved in the national defense 
program. Hundreds of electrical 


vholesalers’ customers are now pro 


ducing materials for direct use by 
our streamlined military machine 

hile other thousands are manufac 
turing products essential to behind 
1; 


he-lines operations 


In serving industry the whol 
ler can be most valuable by show 
ing his industrial contractors and 
factory customers how better appli 
cation of electricity will increase 
production. This can be accom 
plished only by creative-selling. 
Creative-selling goes far beyond 
routine calls only to get orders for 
such maintenance materials as fuses, 
lamps, flashlights, and so forth. Con 
sidered solely from a selfish view- 
point this isn’t usually a profitable 
Further- 
inore, the plant does not receive any 


benefits from the 


account for the salesman. 


real service OT 


salesman’s calls. 


TA 


80.283) 





However, the salesman can get 
in effective work for both the cus- 
tomer and himself by thinking in 
terms of Buymanship. Let him ask 
himself, ““What items in my cata- 
logue can this plant use to advan- 


fo obtain the specific answers, it 
is necessary to know what the fac- 
tory makes; how uses electricity 
today ; how new equipment will step 
up efficiency; how much money is 
available for making improvements 

Facts about the present electrical 
setup can be determined only by 
shop itself. Ac 
cordingly it is imperative to reach 


getting into the 


others in an industrial plant besides 
the buyer. Let’s assume you haven't 
been inside the factory, but you do 
know Jack, the watchman. At 
least you say “hello” to one another 
and he’s seen you visit the place 
many times. With the aid of a cigar 

it works magic on watchmen—get 
from him the names of the super- 
intendent, general manager, engi- 
neer, and chief electrician. 

A good start in the actual contact 
work is to tell the buyer that you 
would like to show Bill Conner, the 
electrician (you have his name), a 
sample of your flexible bus duct, 
because with increased business it is 
probably necessary to move ma- 
chines around and bring in addi- 
tional equipment, and that you feel 
they will want to hear the bus-duct 
story before doing anything definite. 

While the immediate job with the 
electrician is to show and talk flex- 
ible bus duct (or whatever product 
is selected as the door-opener ) it is 


Because national defense is dependent on 
electrical power, it is wholesaler’s job 
to show how electrical apparatus can be 
used most effectively. 


also an opportunity to build wy 
your standing with him. 

During this call, let him know 
that you are interested in what they 
are making, also in the electric: 
equipment, and would appreciate his 
taking you through the plant at | 
convenience. But try to set a date, 
either right now or next Tuesda 
at two, 

Even among those companies pro 
ducing war materials, it is possibk 
to obtain a pass, as under normal 
conditions, assuming, of course, that 
you and your company enjoy re 
sponsible reputations in the com 
munity. Such manufacturers, in 
particular, are open to all sugges 
tions that will enable them to pro 
duce faster. 

While making this preliminary 
tour of the factory, look for such 
handicaps as poor lighting, motors 
not equipped with across-the-line 
starters, live front panel boards, 
shouts for missing bosses (code call 
or telephone prospect). 

Either through questioning the 
electrician, or by voluntary com 
ment on his part, it may be revealed 
that fuses protecting the motors 
kick out too frequently. That’s an 
opportunity to have him try your 
fuse line. If trouble is more serious, 
then the reduction of the load might 
eliminate blown fuses, proving that 
load is too heavy for present motor 

Such breakdowns are costly, not 
only in time delays, but also becaus: 
of occasional burned out motors 
When I learn of such situations, |! 
have an opportunity to say that ou 
company distributes motors (Wag 
ner), and explain our close workin; 
arrangement with the manufactut 
Then I sug 


gest that it would be worthwhil 


er’s engineering staff. 


for one of the engineers and myse! 
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J Turn Defense 


ll 


By E. J. 


Wheels 


Jeep* 





to survey the motor equipment with 
proper instruments to determine 
what present motors are doing, if 
there are overloads, etc. It must 
be explained that there is no obli 
gation for this service. 

In most cases the survey will un 
cover overloads, so there is an A-1 
prospect for motor and control busi- 
ness. From there on it’s a case of 
proving to the chief electrician, su 
perintendent and general manage 
that yours is the line to use. 

Such sales result not because a 
salesman walked in originally to 
sell some motors and controls, rather 
because a need was seen and motors 
were required to fill it. By sug- 
gesting definite improvements, the 
wholesaler establishes himself as a 
valuable aid to production and at 
the same time, naturally, obtains 
profitable business. Furthermore 
he has a splendid opportunity to 
help on other electrical require- 
ments—probably not all at one time, 
but step by step. 

Let’s presume that on a later visit 
you notice that the lighting over 


the steel stamping presses isn't too 
good. Explain how fluorescents 
will increase illumination with the 
result that production of those ma 
chines will be increased; spoilage 
will be cut to a minimum. Fully 
as important is fact that operators 
will be less fatigued, can work with 
creater safety and ease of mind. 

Proof? We'll hang a couple of 
trial units. 

At those same machines you 
might suggest two wired, remote 
push button switches for each. This 
is a safety device, because after the 
operator has placed the metal sheet 
in press he must touch buttons with 
both hands to operate the machine, 
thereby eliminating the danger of 
crushed fingers. 

Further calls will reveal additional 
opportunities. In office and pro- 
duction departments there are us- 
ually certain areas where efficiency 
can be improved with better light- 
ing as over those sheet presses. 
Whether it will be incandescent, 
mercury vapor or fluorescent, de- 
pends on the particular job to be 


“Better Selling for Defense” will be a slogan 
for wholesalers during days ahead while industry 


concentrates on production. 


Electrical mate- 


rials will be sold in terms of how and where they 


can step up production; how and where they 


can avoid overloads, bottlenecks, breakdowns, 


material shortages. 
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done The shipping platform and 


yard should have some floodlights, 


both for night work and protection. 

Do any other of their manufac- 
turing processes involve drying of 
paint? If so, explain that drying 
lamps will probably cut down the 
drying time by some 50 per cent. 
Data on*this equipment is available 
from lamp manufacturers and many 
utilities. 

A few definite examples have been 
offered to illustrate how the whole- 
saler’s salesman can perform im- 
portant services for his factory cus- 
tomers while making sales for him- 
self. Success in this field is based 
on constantly suggesting merchan- 
dise in such a way that the invest- 
ment for the improvement will be 
secondary when compared to the 
advantage in increased production 
and improved efficiency generally. 

It is in contributing suggestions 
for greater industrial production 
that the wholesaler’s salesman can 
do his part to assure the success and 
effectiveness of the National De- 
fense Program. In fact this is 
more than an opportunity—it is a 
responsibility. 


* Mr. Jeep sells for Barrett Electrical 
Supply Co., St. Louis. He was still in 
knee pants in 1896 when he stepped into 
electrical wholesaling. Today he covers 
greater St. Louis, gets 85 per cent of his 
volume from industrials. 
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Small Diameter Wires 


By A. J. McGivern* 





HEN we consider national de 

fense, our thoughts immedi 

ately turn to airplanes, battle- 
ships, tanks, guns and shells. But 
the defense program goes far be 
yond such equipment. Our mili 
tary machine also requires uniforms, 

cots, barracks, medical sup 
plies—everything that will lend it 
self to efficiency and good living 
conditions. 

To produce the hundreds of dif- 
ferent items, manufacturers in all 
parts of the country have an op- 
portunity and a responsibility to do 
their part in this program for de- 
fense. In order to provide for in- 
creased business and_ production, 
these manufacturers will require ad 
ditional electrically operated ma 
chines. Also they will need more 
and better lighting so they can op- 
erate at full speed 24 hours a day. 

First bottleneck many (and pos- 
sibly the majority) of them will 
encounter is the lack of carrving ca 


pacity in their wiring systems to 
provide for the greater use of elec 
trical current. In many cases, con 
duit is imbedded in concrete, so 
that the installation of heavier wires, 
which are necessary to boost ca 
pacity, would require considerable 
time and expense. 

Now we can show them how they 
can do something about it—with 
small diameter wires. It is in these 
factories that our new small diam 
eter wires can play a vital part in 
the defense program. Old wires 
can be pulled out of conduits from 
outlets to panelboards. Then larger 
capacity small diameter wires, or 
more of them, can be fished into 
existing conduits to furnish the re 
quired current carrying capacity. 

New outlets for motors can be 
installed. Fixtures using lamps of 
sufficient wattage for adequate illu- 
mination can be hung. All ma- 
chines will operate more efficiently. 
Furthermore, this job of bringing 


To answer demands of the National Defense 


Program, Industry needs more motor and con- 
trol equipment, more lighting fixtures—more 
electrical capacity. To fill that need, small 
diameter wires will increase electrical capacity 
of conduit already installed, aid in speeding 


our defense program. 
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the factories up to electrical par 
with S/D wires can be accomplished 
quickly and without interfering with 
production. 

Greater industrial production also 
involves plans, blue prints, larger 
office facilities. Those departments, 
too, must have more and_ better 
light. The new small diameter 
wires are ideal for expansion in 
lighting and ventilation, because, 
as in the factory itself, the addi- 
tional carrying capacity can be pro- 
vided in existing conduit with the 
installation of small diameter wires. 

Wholesalers have plenty to do 
in the program. The salesmen must 
work with contractors in locating 
and selling desirable re-wiring jobs 
The selling is like any other kind 
of salesmanship—results must be 
sold and not simply the product 
itself. A contractor or wholesaler 
can not interest a prospect in coils 
of small diameter wire. They can 
sell what small diameter wire will 
do for the customer in better light 
ing, better operation of machinery. 

Small 
other business for the contractor 
and wholesaler. To improve light- 
ing, new fixtures will be sold. When 
branch circuits have been wired to 
greater capacity, it will be found 
that heavier panelboards are needed, 
also heavier feeder wires, distribu- 


diameter wires lead to 


tion panels and entrance switches. 

While the wars are on and our 
defense program is in progress, this 
preparedness business causes our 
factories to operate at full speed 
That is our concern for some months 
But when hostilities cease 
and our defense program is com- 


to come. 


pleted we must face severe com- 
petition. 

In order to do so successfully, 
our factories must be geared up to 


the highest point of efficiency. There- 


fore, this is the time to prepare 
for our military defense as well as 
for the economic battle that will 
follow. The electrical industry has 
the opportunity and responsibility 
to equip our factories, offices and 
stores properly by making use of 
small diameter wires and the other 
available 


modern developments 


through electrical wholesalers. 


* Mr. McGivern is managing director of 
Chicago Electrical Wholesalers Associa- 
tion 











Industry Needs 
Floodlight Protection 





By A. B. Conklin, Jr. 


Today, with increasing necessity of keeping operations unim- 


paired, industrials are ready to buy floodlighting protection 





N listing products that will be es- 

sential to industry in the na- 

tional defense program, the 
wholesaler’s salesman should place 
Floodlights near the top of his what- 
-to-sell list. For, while industry 1s 
primarily interested in methods to 
increase output, factory managers 
are also making every effort to keep 
production lines running smoothly 
by preventing damage to their 
plants. 

Floodlights are a most effective 
means for stifling sabotage because 
sneaking night-prowlers have no 
desire to step into the spotlight while 
going about their business of in- 
dustrial destruction. When factory 


Floodlights provide adequate protection 
here. Cost of installation was kept down 
by mounting units on buildings. (Benja- 
min photo) 


Rush of new construction is causing ma- 
terial yards to use lighting for both pro- 
tection and night work. (Goodrich photo) 


yards are illuminated, this danger is 
eliminated to a great extent. 

Right now is the time to sell pro- 
tective floodlighting. Sabotage acts 
during the last war, government of- 
ficials found, were more prevalent 
before we entered the war than 
after we were actually in it. 

J. Edgar Hoover realizes that 
floodlighting is extremely valuable 
for reducing sabotage activities. In 
fact he stated recently that F.B.I. 
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is recommending that one of the im- 
portant precautions industrial con- 
cerns can take is to floodlight their 
factory grounds at night. 

Industry’s first line of defense 
against sabotage, protective flood- 
lighting, deters intruders from en- 
tering property and shows them up 
if they get past the property line. 
The amount of light required to do 
this job obviously depends upon the 
size of the yard, number of build- 
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ings, and other protective means 
such as fencing, alarms and watch- 
men. 

No single one of these protective 
measures is sufficient by itself. They 
must all work together. It is always 
possible to get over a fence even 
though barbed wire stretches across 
the top. When that fence is flooded 
with light the intruder knows bet- 
ter than anyone else that a guard 
or watchman would see him trying 
to flip the fence. 

While lighting of fences is most 
important, floodlights should be 
used also to illuminate bushes or 
trees, piles of materials and other 
similar cover where intruders could 
hide within the grounds. Factories 
having should 
floodlight those areas, too, because 


railroad _ sidings 
freight cars make good hiding 
places for night prowlers. 

Other areas around an industrial 
plant that should be protected with 
light are: narrow spaces between 
buildings, or between fences and 
buildings; entrances to yards and 
buildings; streets that dead end at 
the property line. 

Besides helping to protect indus- 
trial property, floodlights make it 
possible for outdoor operations to 
go on a 24-hour schedule when 
necessary. And around-the-clock op- 
erations are not uncommon for 
those many concerns already loaded 
down with defense orders. 

Many industrial plants are now 
first class prospects for floodlighting 
sales which six months or a year 
ago wholesalers would have found 
lukewarm at best. Reason for the 
changing attitude, obviously, is the 
desire to protect their property 
while filling defense orders. Further- 
more, sales resistance has_ been 
softened by the urge to keep opera- 
tions unimpaired in order to cap- 
italize on heavy orders. 

As in selling any product to in- 
dustrials, it is necessary to see the 
buyer before presenting the flood- 
lighting story to the plant superin- 
tendent, or whoever approves major 
mprovements in this particular 
plant. The sales presentation should 
built around the service flood- 
ights can perform in safeguarding 
resent property and materials. 

When the prospect has been made 
0 appreciate this fact, he'll give per- 
nission to have a survey made 
howing what’s needed, what it will 





cost. Survey should include diagram 
giving dimensions and shape of 
property line; dimensions of vari- 
ous buildings, also distances between 
each; location and size of railroad 
yard; height of buildings. 

With this layout available, it is 
possible for the wholesaler, contrac- 
tor and manufacturer’s representa- 
tive to work up specifications, deter- 
mine number and types of flood- 
lights required, where they can be 
located. 

Then, with the details developed, 
the wholesaler’s salesman can get 
down to cases with the prospect and 
hit for the close. 

Too much emphasis can not be 
placed on the fact that there is go- 
ing to be a vast amount of flood- 
lighting business during the next 
few years. So the wholesaler’s sales 
man, who fails to sell floodlighting 
as an industrial safety factor, will 
skip sales and profits that will go to 
other wholesalers, alert to the Op- 
portunities. 











(Above) With electric power so vital to the preparedness program, all steps 
are being taken to protect utility property. (Below) Floodlights, too, are ex- 
tremely useful on large construction jobs for 24-hour activity 
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Textile plants occupy an important place in national defense 
with responsibility for clothing soldiers, sailors, aviators. Here 
production rate is stepped up with many fluorescent fixtures, 
each using two 48 in., 40 watt lamps. (Day-Brite photo) 


ITH industrial production so 
vital to national defense, the 
wholesaler has an opportunity 
to feature lighting as a major aid to 
faster, smoother production lines. 
On the surface would appear 
that only a small percentage of 
\merica’s factories are becoming 
better hehting prospects because of 
national defense business. Howeve1 
he number is. surprisingly large 
and diversified. For an example, 
when on August 30th, the War De 
partment signed a $70 million order 
for 277 of Boeing Aircraft’s bomb 
ers, industrial concerns in all 48 
states were called on by Boeing to 
supply materials for the bombers. 
In York, Pa., there are no im 
portant munitions manufacturers 
But industry there is receiving a 
substantial amount of defense bus! 
ness. In fact, York manufacturers 
have been forced to set up a clear- 


ing house so individual factories can 
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know where and when they can ob 


tain use of expert machinists, vari- 
ous types of machine tools, and so 
forth, in order to fill defense orders. 

Hundreds of other cases can be 
cited to show that national defense 
involves industry materially, re 
quires the cooperation of innumer 
able concerns for turning out every 
thing from foodstuffs and clothing 
to heavy guns and planes. 

hese companies in every whole 
saler’s territory need better lighting 
to increase production, reduce re- 
jects. Furthermore, many of them 
have gone on a 24-hour schedule 
and are confronted with serious 
lems for the first 


time. They need the wholesaler’s 


illumination prob 


advice in installing lighting equip- 
ment that will enable either the 
evening or night shifts to closely 
match the output of the day men. 
\s one of the first steps in gaining 


Pr eae See a holesaler’ 
active interest, the wholesaler s 


More Production With 


Drafting departments make good lighting prospects. This one 
is illuminated by coffer units using 500 watt silvered bowl 
incandescents, supply 63 footcandles on drawing tables. Units 
are on 10 ft., 4 in. centers, 11 ft. above floor. (Miller photo 


salesmen can lead with the ligh 
meter. With that device, the factory 
electrician or superintendent is able 
to read the intensity of present light- 
ing for himself, compare reading 
with recognized standards. Next, 
the wholesaler can install trial units 


1 
} 
I 


to prove his statements that better 


Humination enables individual 
workmen to produce more, bung 
less, and do it with minimum eye 
strain. 

Then with the okay to go ahead 


] 
| 


m the detailed lavout, the whole 
saler can obtain anv necessary tec] 
nical cooperation from manufactur 
ers’ representatives and utility light 
my 


g specialists. 


Che light meter, trial installations. 


and expert counsel, are sales tools 


available to all wholesalers’ sales 
men. Now is the time they should 
be used on industrial calls to help 
the defense program along, als 


bring bigger fixture orders. 
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More Footcandles 


The dependable and efficient RLM’s are going to find plenty 
of application opportunities for general factory illumination, 


as usual. At work in a rubber company, these units on 7 ft. 
centers, and using 200 watt lamps, provide 15 foot candles. 


With steel mills, foundries and other heavy industries loaded 
vith defense orders, they need better lighting to help stimulate 
sroduction. These plants have high ceilings, usually need high 
ay type reflectors with mercury vapor and incandescent light 
ources. 
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Fluorescent fixtures are strip mounted, with one source 
serving each 70 ft. row of lighting. Units are three 
feet apart, 52 in. above tables. Intensity is 45 foot- 
candles under fixtures, 35 footcandles between units. 


Curtis photo 


While skilled machinists are not expected to operate 
at lightning speed, because their work calls for absolute 
accuracy first, high intensity localized lighting enables 
them to do work more accurately, somewhat faster, 
and with fewer headaches from eyestrain. Fostoria 


photo 
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(7, Panelboards and Load Centers afford 
modern protection to the buildings in this 
group of beautiful buildings. ... At right: 
@ Load Center, with range circuit and 
two lighting circuits, is conveniently ac- 
cessible above the range. 








eww a Sell the equipment 


that goes with the wire! 


The @ line of AC Circuit Breaker Equipment is meeting ready acceptance 
by Contractors, Engineers and Architects. And the demand is increasing. 


New construction work and the moderniza- 
tion of old buildings have been plentiful this 
season—and they are on the increase. The 
defense program will add to this activity in 
many parts of the country. 


With the new thin wall wire, @ AC Cir- 
cuit Breaker Service Equipment, Load Cen- 
ters and Panelboards fill a growing need, 
in both modernization and new construction, 
because: 


1. They require 33144 less space, and 
therefore afford 50% more circuits in the 
space required by the outmoded type. 


2. When modernizing, it is rarely necessary 
to tear out the old panelboard box to 
make the installation. 


3. They are completely standardized, with 
units interchangeable as to capacities. 


4. They afford modern protection. 


5. Manufactured on a quantity basis, they are 
reasonably priced; upkeep is negligible. 


Priced for Quick Turnover 


the @ Line is the line you should stock. Com- 
pactly packaged, with each unit complete 
in individual container, and plainly marked 
for ready identification, these items occupy 
minimum storage and shelf space. Salesmen 
are finding the @ Line an interesting and 
profitable one to offer the trade... And the 
user is pleased because of the great conven- 
ience and protection @§ AC Circuit Breaker 
Equipment gives them. . . . Write today for 
Bulletin No. 60, and new Catalog No. 56... 
Frank Adam Electric Company, St. Louis, Mo. 
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Selling For 


By S. K. Eaton 


hristmas Appliance Volume 


Christmas appliance sales will mount highest for those 


wholesalers who sell through dealers, not simply to them 





HE WHOLESALER who supplies 

his customers with quality lines, 

effective sales cooperation and 
prompt deliveries is going to get 
his full share of the profitable 
Christmas appliance business. Pur- 
posely omitted from that statement 
is any reference to price-selling, for 
alrealy too many electrical merchan- 
disers believe that quality appliances 
are difficult to sell. 

That impression should be cor- 
rected if a wholesaler expects to 
make real money between now and 
Christmas. In fact quality merchan- 
dise sells especially well for the 
holiday season since most appliances 
are bought for gifts. For instance, 
among the season’s top-sellers are 
mixers, roasters, toaster sets, coffee 
maker’s, shavers—all carrying rela- 
tively high price tags. 

Our experience at Rumsey Elec- 
tric shows that the most profitable 
small appliance operation § results 
from specializing on recognized 
brands and working closely with ag- 
gressive retailers. It is reasonable 
that quality lines should sell most 
readily. They have been widely ad- 
vertised. Also through giving long 
and dependable service to the con- 
sumer, these devices receive consid- 
erable free word-of-mouth publicity. 

An example to show that price is 
not such a strong influence as many 
believe, was a_ successful coffee 
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Stanley K. Eaton manages the appliance 
department of Rumsey Electric Co., 
Philadelphia. He's been with that large 
wholesale house since 1924. Before that 
Eaton spent five years with Graybar. 


maker campaign we conducted with 
the local utility. Priced at about 
$16.00 which is far above that of the 
old fashioned percolator and con- 
siderably higher than the modern 
and efficient glass coffee maker, the 
utility sold 400 of these automatic 
coffee makers during one month. 
In paying $16.00 for a coffee 
maker, the consumer received beau- 


tiful styling, automatic operation 
and fast brewing. Those features 
were stressed in sales efforts and 
advertising. 

Another indication that quality, 
not price, determines success 1n ap- 
pliance merchandising was a roaster 
campaign staged some time ago with 
dealers and the power company. 
Roasters in the complete price range 
were included, but our big seller 
was the highest priced au:omatic 
unit. 

To whom should the wholesaler’s 
salesman look for his Christmas ap- 
pliance volume? The answer varies 
to some extent, but the best outlet 
is the retailer who sells and displays 
aggressively. Usual leaders are elec- 
trical dealers and utilities; then 
come hardware stores, jewelers, 
credit furniture stores and general 
stores. On those lines which are 
sold exclusively through distribu- 
tors, the wholesaler’s salesman can 
do a profitable business with de- 
partment stores, especially those 
who operate on a price maintenance 
basis. 

To compete against low priced 
chain store competition for holiday 
business, the independent retailer 
needs assistance in selling. display- 
ing and advertising. Part of the 
wholesaler’s function is to provide 
this aid and in order to be fully 
effective, the wholesaler’s salesman 
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must keep posted both on products 
themselves and 
methods. 


merchandising 


He can obtain much of his am- 
munition from sales meetings. In 
our case we meet once a week with 
at least one manufacturer’s repre- 
sentative on hand to explain his line 
and how to sell it. These are more 
than educational meetings, for we 
tie-in the following week with con- 
centrated sales effort. This is how 
it operates. Suppose the Toastmaster 
representative talks to us on a 
Saturday, we feature the line dur- 
ing the following week. We are 
keyed to doa sales job, furthermore 
details for doing it are fresh in our 
minds. 

The personal selling is augmented 
by promotional material from our 
fice which consists of literature 
supplied by the manufacturer, also 
by our own material. This coordina- 
tion of personal selling and adver- 
tising is likewise helpful to the re- 
tailer, for he gets plenty of new 
deas for doing a better sales job. 

The wholesaler should work 
losely with utility merchandising 
lepartments to find out when ap- 
pliance campaigns will break, what 
items will be featured. Then the 
vholesaler can report this pending 
ctivity to his retailers and lay plans 

1 cooperating in the utility’s pro- 
notion, to the benefit of all con- 
erned. 


The same principle applies to ad- 
ertising programs of appliance 
Jetween now and 
-hristmas, home and women’s mag- 


lanufacturers. 
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azines will carry large amounts of 
appliance advertising. These ads are 
designed to attract interest for the 
advertiser's products, but the actual 
selling must be done locally by in- 
dividual dealers. Accordingly the 
merchant who pastes these ads in 
his window, and builds displays 
around the items publicized, will 
capitalize most profitably. 

It is also the wholesaler’s func- 
tion to introduce new products to his 
retail trade. Best way is to put these 
items in the back of the car, take 
them out to dealers and explain the 
features. In addition, the wholesale 
house should provide its customers 
with a catalogue containing the com- 
plete array of Christmas merchan- 
dise, including tree light sets and 
trains. 

Not only is it important for the 
wholesaler to help retailers with 
displays, but the wholesaler should 
also maintain good showrooms him- 
self to (1) show dealers what’s 
available; (2) give them concrete 
display ideas; (3) serve as show- 
room for those retailers who do not 
have space to present a wide range 
of appliances. 

Throughout most of the year, fast 
service does not play such an im- 
portant part in the wholesaler’s ap- 
pliance activities as do supply lines, 
but Christmas time is the excep- 
tion. Both retailers and wholesalers 
obtain a large portion of their an- 
nual small appliance volume in the 
weeks leading up to Christmas, con- 
sequently can not afford to lose 
business through lack of stock. 








The more interesting the tree light dis- 
plays, the more sets retailers will sell 
during the month of December. 





Along both walls of its display room, 
Rumsey Electric has a series of glass 
enclosed, and illuminated, small appli- 
ance displays. 















































In order that retailers may stock 


early, appliance manufacturers offer 
November or December datings 
which make it possible for both 
wholesalers and retailers to stock 
ahead of the rush and pay when 
the money comes in from Christmas 
selling. This offer should be urged 
on dealers, not to overload them, 
but to minimize the rush of the last 
two weeks. 

While most retailers will pre-buy 
to some extent, the wholesaler can 
not avoid the heavy late demand. 
Therefore plang should be prepared 
ahead of time to make certain that 
retailers receive deliveries so the) 
won't have to disappoint late shop- 
pers and lose appliance sales. 

This is the month to start Christ- 
mas selling. And the windup will 
be most profitable for the whole- 
saler who concentrates on quality ; 
sells through intelligent and active 


dealers; works closely with retailers 
on merchandising plans; maintains 
a large and diversified stock; or- 
ganizes his delivery department so 
that retailers will be assured of last 
minute deliveries. 
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FRICTION 
TAPE 


The Wholesaler's FIRST UNE of Defense 


Accurate Tapes will help strengthen your sales and good 


will, will protect you against cut-throat competition and 


decreased profits ... ACCURATE TAPES will build better 


business for you . . . Tape is 
. Ready for immediate shipment, large stocks of 
ACCURATE’S ONLY line, nota | {Se 4s 


itications, 


— | THE ACCURATE LINE 
side line. Protect your business |} s2att055 ricion tore 


ACCURATE Blue Tape 
ACCURATE Specification Friction Tapes 








. ACCURATE Super-Service Frictiog Tape 
a | | t a r ACCURATE Rubber Tape 

y S © l n g a p e m a S y ACCURATE Specification Rubber Tapes 
ACCURATE Super-Service Rubber Tape 
ACCURATE Speed Splice 


SPECIALISTS in tape manu- WAREHOUSE STOCKS 


New Yo Pittsburgh San Francisco Chicago 
Atlanta oston veland Buffalo 
Los Angeles Detroit Philadelphia Baltimore 

















facture. 





EXCLUSIVELY TAPE MANUFACTURERS FOR OVER A QUARTER OF A CENTURY. 


ACCURATE MANUFACTURING C0. 
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@ First to be Wrapped and 
SEALED in Cellophane. 


@ Perfect Adhesiveness and 
Tensile Strength. 


© Strong Distinctive Green Core. 
© Colorful Attractive Boxes. 


© A Company in the Insulation 
Business Since 1878. 


4 t ti 
Sold Exclusively Through Pay ~~, 
Distributing Wholesalers Qe ™ WJ i 


HAZARD INSULATED WIRE WORKS 


DIVISION OF THE OKONITE CO. 
WORKS: WILKES-BARRE, PENNSYLVANIA 


New York Chicago Philadelphia Atlanta Pittsburgh Buffalo Boston Detroit Seattle 


Dallas Washington Cleveland San Francisco St.Louis Los Angeles 
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Suspenders may not look very important 
—but where would Sam be without 
them? 


If the program is to “Go Over” the 
Wholesaler has to do an essential job in 
the show. 
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PICTURES) 





F THE Chinese proverb is right 
| that one picture is worth a thou- 
sand words, then WHOLESALER’S 
SALESMAN, in a lighter mood, has 
crowded into minimum space and 
at minimum reader effort four thou- 
sand words of evidence on the essen- 
tial place of the wholesaler in the 
national defense program and our 
national system of distribution. 
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EELING that this group of car- 

k toons is of definite value to whole- 

salers in dramatizing the indispen- 

sable nature of their services, for a 
limited time WHOLESALER’S SALES- 
. MAN will send a single set of the 
; four cartoons printed on heavy 





e stock, size 63 x 94 in. to those ap- 
r plying on business stationery. Prices 
on larger quantities on request. 











This fellow in the back always has a lot 
to do with keeping the wheels of indus- 
try turning! 














a 
got 
Me 
hx “She can’t hit on all cylinders unless the 
distributor is on the job!” 
1940 ‘ ' — . . ‘ 
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GE IRST published in our 20th Anni- 

versary Number, February 1940, 
the series of historical sketches of 
electrical manufacturing concerns 20 
years or more old is continued here. 


They Stay With Porcelain 


Fathers teach sons the trade at Porcelain Products, 
Inc., manufacturers of electric porcelain since 


1894, and now one of the world’s large producers. 


AKING of quality electric porcelain is a long-term job at 
M Porcelain Products, Inc. The company is managed 
by men who have devoted most of their business life to 
the development and production of electrical porcelain. 
In the plant are men who have been taught the trade by 
their fathers, and expect to teach it to their sons. 

Founded in the “knob and tube days” when every wiring 
job virtually revolved around these products, when whole- 























salers bought them by the carload and contractors by the 
barrel, the company keeps step with the times, today makes 
a widely diversified group of porcelain insulating products. 

The line includes all types of wet process high voltage 
insulators made by plastic cast, or thrown and turned 
methods ; dry press standard porcelain, refractory items for 
heating appliances and many non-electrical items. Through- 
out the history of the company, a variety of assembled 
material has been made, including such items as wiring 
devices, special radio insulators, neon sign accessories, high 
voltage switch and bus, suspension and multi-part insula- 
tors, house brackets and secondary racks and all types of 
pole line hardware. 

Five plants have modern equipment, with two tunnel 
kilns for continuous firing. <A staff of electrical engineers 
supervises inspection and works with the ceramic labora- 


tory in a research program. Sales policy has been one of 


distribution through recognized electrical wholesalers. 
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Dutch Girl Smiles 
Over Their Products 


With Dutch Brand insulating tapes its first prod- 
uct and chief specialty, Van Cleef Bros. manu- 
facture other rubber products. 


HE sturdy Dutch ancestry of the Van Cleef brothers 
T fnas its most visible expression in the choice of a smil- 
ing Dutch girl for use in the trade mark of their major 
product line. Other evidences are not lacking in the sta 
bility with which they have built their business. 

Paul Van Cleef, today’s rubber chemist under whose 
guidance Dutch Brand products are produced, years ago 
turned an old wooden barrel churn by hand to make the first 
rubber compound. Ever since that time, the members of 
the firm have been close to administration, sales and pro- 
duction. Noah, Felix and Paul Van Cleef, three of its 
original members are still guiding the destinies of the 
organization. 

Since its establishment in 1910, the company’s activities 
have been largely concerned with problems in the manu- 
facture of insulating tapes. Chalked up to its credit are 
pioneering efforts with their non-raveling friction tape, 
tape packaging improvements, and a promotion and manu 
facturing program designed to make insulating tapes capa- 
ble of meeting the most important job they are called on 
to do. 

In addition to tape, Van Cleef manufactures such other 
items as rubber cements, rubberized fabrics, tire patching 
materials, sponge rubber, window channel packing and a 
variety of commercial adhesive tapes, colored decorating 
tapes, etc. 

The company’s sales policy has been one of long time 
close association with and sales through wholesalers 
From its Chicago plant Dutch brand products are shipped 
to wholesalers and strategically located warehouses. 





Paul (right), Noah (below 
left), and Felix (below 
right) Van Cleef who guide 
the operations of Van Cleef 
Brothers. 
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FLUORESCENT DESK LAMP 





CLOCKS 
A line of 22 G-E electric 
clocks has been announced 
for fall and winter selling. 
Shown here is a "jewel 
tray" arrangement of three 
occasional clocks and one 
kitchen clock. General 
Electric Co., Bridgeport, 













Be, me 


Quick and easy manipulation of baffle 
louvres under shade of this fluorescent Conn. 
lamp throws amount of light desired on 
any area of desk. Designed to diffuse 
light evenly over working area. Attrac- 
tively finished in bronze with modern 
styled trim. Faries Mfg. Co., Decatur, Ill. 
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LUMINAIRE 








TOASTER 





MASTER SWITCH 





a eed 












A drum type master switch providing & 
3-wire control for machine tools and Sn ee 


* mane 


other equipment affords functions equiva- L . - , aml 


ent to two- and three-button heavy duty 
push button stations, and is offered for 
use where an operating lever is preferred. 
Surface, cavity and panel mounting con- 
structions are available. Cutler-Hammer, 
Inc., Milwaukee. 
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Semi-indirect luminaire, type PL-500, is 
designed for general commercial illumina- 
tion. Equipped with drawn brass canopy, 
stem of seamless brass tubing, one-piece 
porcelain socket. Basin is of molded 
plastic in soft ivory shade. Unit available 
in 300-500 watt size only. Westinghouse 
Elec. & Mfg. Co., Cleveland. 


Switch at front of pop-up toaster offers 
choice of regular or Melba toast. Slices 
may be toasted to any shade desired. 
Entire operation is automatic, silent. Will 
toast one slice at a time, both sides 
evenly. Proctor Electric Co., 7th St. and 
Tabor Rd., Philadelphia, Pa. 
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A GENUINE HANOVIA 
ALPINE SUN LAMP 
PRICED TO RETAIL FOR 
ONLY 


TRAVELS 


Gy WANOVIA 


promises to be your biggest profit-maker for 1941 
because it brings to the public a genuine Hanovia 








product at the lowest price in history—just what the 
public has wanted! This gives you—and your retail 
customers a wonderful opportunity for big, profitable 
Hanovia Sun Lamp Business. 


1. Its cost is only $59.50 F.O.B. Factory. 

2. It can be carried and used anywhere, anytime. 

3. Produces all 12 effective bands of ultraviolet. 

4. Requires only a few minutes for a sun bath. 

5. Irradiates entire body. 

6. Sturdier in construction. 

7. Longer life . . . therefore more economical 
in the long run. 

8. Attractive design. 


9. Contains the famous Hanovia, pure quartz 
mercury arc tube. 

3 ... TRAVEL-SUN by Hanovia provides a 
AND TH substantial profit to the retailer and an 

BlG 10 equally good profit for the wholesaler! 








IMPORTANT! HANOVIA ALSO MAKES 
Travel-Sun by Hanovia is now being and will The Prescription Model — Retails for 

continue to be advertised in leading newspapers, $125.00 F.O.B. Factory 

magazines and other national periodicals. The Home Model, adjustable rod & 


casters—Retails for $79.50 F.O.B. Factory 
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ELECTRIC HEATER 





FLUORESCENT LUMINAIRE 


—_ 7 





Type CL-110, designed for commercial 
use, is available in both ceiling and sus- 
pension mounted types. Suspension unit 
employs two 40-watt, 48-in. fluorescent 
amps for direct illumination, one 30-watt, 
36-in. lamp for indirect. Has glow switch 
type lamp starters, twin lamp ballasts with 
built-in capacitors. Westinghouse Elec. 
& Mfg. Co., Cleveland. 
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Portable room heater, model No. 815, 
has 40 chrome reflecting surfaces, is de- 
signed to produce wide angle heat rays. 
Foot-pedal damper control converts 
heater from radiant to circulating type. 
Automatic safety switch turns off current 
if accidentally tipped over. Wattage 
1,320. The Swartzbaugh Mfg. Co., To- 
ledo, Ohio. 
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LIMIT SWITCH 





















































Small-size geared type limit switch has 
been designed for application on motor- 
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SUN LAMP 

Portable sun lamp pro- 
duces 12 bands of 
ultra-violet, builds re- 
sistance against com- 
mon ailments. Sturdy 
construction. Simple to 
use. Equipped with 
quartz mercury arc tube 
and fitted into hand- 
some suitcase. Hanovia 
Chemical & Mfg. Co., 
Newark, N. J. 
















driven devices such as automatically op- 
erated window shades, garage doors, 
certain types of machine tools. Fea- 
tures include double-break, fine-silver 
contacts which clean themselves, and a 
mechanism easily adjusted to operate 
contacts between a minimum !/2 turn of 
the driving shaft to a maximum 120 
turns. General Electric Co., Schenec- 


tady, N. Y. 
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MULTI-BREAKER 





























































Type MH =  Multi-Breaker Panelboard 
offers 100 ampere, 230 volt, branch cir- 
cuit capacity for power and lighting 
distribution. Branch breakers furnished 
in 15 to 100 ampere capacities—I, 2, 
or 3 poles for 115 and 230 volt, single 
phase and 3 phase, a.c. systems. Com- 
pletely dead front panels. Rugged, dur- 
able breaker units. Square D Co., De- 
troit, Mich. 
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Interval Timer and Time Delay Relay, de- 
signed for accurate timing of electrical 
equipment, is equipped with slow-speed 
self-starting synchronous motor and fast- 
acting silver contact micro-switch. Man- 
ual or automatic reset models for built-in 
flush panel mounting, enclosed surface 
mounting, wall mounting. Paragon Elec- 


tric Co., Chicago. 
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PUSH-BUTTON STATIONS 





A line of one and two button standard- 


duty push-button stations are designed 
for general purpose use. Protected for 
accidental operation by guard rings. 
Rolling action produced by an off-center 
contact bar assures good contact, !/4 in. 
gap on each contact prevents possi- 
bility of an arc hanging on. General 
Electric Co., Schenectady, N. Y. 











Yow —wore LIGHT FOR YOUR MONEY 


in Industrial Plants! 


We’re down to brass tacks in getting 
the utmost lighting efficiency out of 
these new fluorescent lamps. New 
fixtures, designed for a variety of 
industrial locations, enable you 
to select exactly the right “‘day- 
light” illumination for each par- 
ticular job. Porcelain enameled 


finishes assure highest factor of 
reflection, long life, and easy main- 
tenance. Installation is simpler, too. 
All Goodrich Fluorescent Fixtures 
are furnished complete with bal- 
last equipment, replaceable starters 
and adjustable brackets for chain 
or conduit mounting. 


GOODRICH 
FLUORESCENT FIXTURES 


¥ 











THE OLYMPIAN— an R.L.M. closed-end fluo- 


rescent fixture; provides a higher degree of 


light control. Reflector and hood are separable. 


Uses two 48” fluorescent lamps. May be adjusted to any angle. Catalog sheets are available 


on the complete line of Goodrich Fluorescent Fixtures. Your copies sent upon request. 


SOLD ONLY THROUGH 


ELECTRIC 


ELECTRICAL 


GOODRICH 


t.3t¢€ &s a | ALL 
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TrRUtinctirPeas 
GENERAL OFFICES AND FACTORY: 4610 BELLE PLAINE AVENUE, CHICAGO, 





WHOLESALERS 


ILL. 


DIFFUSER FOR FLUORESCENTS 








P-F-C (plastic fluorescent channel) a 
plastic device which snap onto fluor- 
escent lamps reduces glare from bare 
lamps, is applicable for | in. and 1'/2 in. 
lamps. Available in five colors—white, 
light blue, yellow, pink and pale green. 
Transmission factors are said to show 
exceptional efficiency. Edwin F. Guth Co., 
St. Louis, Mo. 
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PORTABLE HUMIDIFIER 





For home or office use, humidifier adds 
moisture to dried-out air. Working on 
"pre-evaporative’ principle, humidifier 
draws air through moistened filter where 
it is cleaned and humidified, then cir- 
culated by propeller fan. Housed in 
walnut cabinet of I8th century design. 
No water connections needed. Plugs 
into standard outlets. Carrier Corp 
Syracuse, N. Y. 
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FLUORESCENT FIXTURE 


Christmas Chromos or 
YEAR-ROUND PROFITS? 










E must have been right, because 
Edwards Chimes in authentic 


period styles have steadily increased 

















Velvalume is designed for three and four 
48" fluorescent lamps and recommended 
for direct ceiling mounting only. Gen- 
eral body of fixture is satin polished 
finish. Streamlined cast aluminum orna- 
mental ends, Side panels of high trans- 
mission Satinol finished Flutex glass. 
Fixture completely wired, ready to in- | 
stall. Daybrite Lighting, Inc., St. Louis, 
Mo. 
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in sales volume. They are charming 


fixtures or furniture for the particular 







woman buyer—not seasonal what-nots. 












And sixty-eight years intimate asso- 
















ciation with wholesalers convinces us 
that this market should be built up not 
torn down—bigger profits, not smaller 






STAPLE 





ones. Hence, this newest of Edwards 
profit chimes is $59.50 list—not $1.95. 











It is a stable line with the usual 
Edwards policy. Bar chimes from $1.00 







up and Tubular chimes from $4.75 up 








Insulated staple drives like a nail, will not 
bend, minimizes finger injury. Eliminates 
two sizes of stock by incorporating length 
of No. 3 and width of No. 5. Insulated 
fibre locked on staple, cannot fall off. 
Available in copper finish and in colors. 
Eagle Electric Mfg. Co., Brooklyn, N. Y. 


and regular year-round profits in all 
of them. 



































And the electrical dealer who can do 
an installed job will be putting Colonial 





When writing ESA , 
mention WHOLESALER’S SALESMAN chimes in Colonial homes and Geor- 


gian chimes in Georgian homes long 






after the chain and drug stores have 






ELECTRIC CLOCK 





forgotten the tinselled bargains that 
were ballyhooed in 1940. 





The Grandfathers’ Clock of Chimes. Strikes the hours. 
Westminster 8 note melody for front and two note 
melody for rear doors. All low voltage. Genuine 


Mahogany. Fully automatic. An astounding value and 
profit maker—the new Edwards Clock-Chime at *59.50. 





Model 3H-156 has simple, conservative 
design, is mounted on genuine white 
onyx. Light ivory dial with gold-colored 
center and black numerals. Bezel, motor 
housing, and hands are gold-colored. Ap- 
proximately five inches square. General 
Electric Co., Bridgeport, Conn. 
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LIGHTS 
ENTIRE 
DESK 





SOFT, RESTFUL 
INDIRECT 
LIGHT 


The moment you display and demonstrate this 
revolutionary new FARIES Desk Lamp, its su- 
periority is easily discernible. It uses an entirely 
new principle of light distribution—new and dif- 
ferent in every way. Just show this amazing 
FARIES development and you clinch scores of 
sales—NEW customers, too. Note, in sketch 
below, how the most light falls where it's most 
needed .. . yet the whole desk top is workably 
lighted area! No light is lost to back of desk, 
back wall or floor. /deal light, ideally distributed 
for all desk workers. Spun bronze finish. Retail 


price, $13.50. 


A lighting development created, designed, 
engineered and built by FARIES. 


Patented 


Faries DESK LAMPS 


Official scientific 
measurements re- 
veal the remarkable 
distribution of soft, 
indirect light to en- 
tire desk area... 
accomplished by ex- 
clusive  FARIES 
shade mounting and 
inner reflectors 














Look at this 
Distribution of 
Candle Power! 


Order NOW, Step Ahead of Competition! 


The unequalled features of this lamp mean many easy sales 


RIGHT NOW! 


Be the first in your territory . . . ask for 


full details and literature. Find out about the many new 
FARIES 1941 developments in desk lamps. 








WRITE 
TODAY 


FARIES MFG. CO. 


1006 Grand Ave., 


Decatur, Illinois 
S. Robert Schwartz Div. 
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FLUORESCENT FIXTURE 


Fluorescent unit designed for commercial 
installations. Uses four 20-watt lamps. 
Equipped with high power factor reactors 
Housing has aluminum finish. Called 
"Colonial." The Charles H. Ryan Co. 
5 Park Place, Bronxville, N. Y. 
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FLUORESCENT LAMP BALLASTS 








Fluorescent lamp ballasts for use with 
separately mounted starting switches are 
available for all sizes of lamps for either 
50 or 60 cycles frequency on 110-125 
199-216 or 220-250 volts. Line includes 
single lamp, normal or high power-factor 
ballasts and two lamp high power-factor 
ballasts to minimize stroboscopic effect. 
Chicago Transformer Corp., 3507 W. 
Addison, Chicago, Ill. 
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CONDUIT FITTINGS 











Form 37 Adalets offer design changes ir 
interior of conduit fittings with curved 


Oe 
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interiors at right-angle turns. The radii 
of the conduit hub bell-mouth curves is 
in accordance with the wire manufac- 
turers’ performance specification man- 
drel. The bell-mouth curve is designed to 
prevent sharp kinks in wires or cables on 
right angle turns. The Adalet Manufac- 
turing Co., 1448 E. 49th St., Cleveland. 
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PORTABLE HEATER 








Model B-I standard safety heater has 
non-glowing heating element to eliminate 
fire hazard, may be used with a.c. or d.c. 
Automatic mercury switch cuts off cur- 
rent if accidentally tipped over. Oper- 
ates on 115 volts, rated at 1,000 watts. 
Finished in ivory or brown. Noma Elec- 


tric Corp., New York, N. Y. 
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FLUORESCENT FIXTURE 









Suggested for application in stores, lob- 
bies, ballrooms, etc. Uses eighteen, 
|5-watt fluorescent lamps. Metal parts 
finished in baked white enamel. Trimmed 
with imported crystal. Diameter is 
34, in. Metropolitan Electrical Dis- 
tributors, Inc., 568 Broadway, New York, 
ae 
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CAMBRIDGE “3” 
—Three notes front 
door—! note rear. 
Beautiful plastic 
housing brushed 
brass tubes. Exclu- 
sive Rittenhouse 
Sealed Timer.” 
Moderately priced 
at $14.95. 


For beauty... 


.. . the new 1941 Rittenhouse line is a honey SA 
LE 
Exclusive Rittenhouse mechanical features 5 POLicy PROTECTs 
achieve a new high in tonal] beauty. YOUR INTERESTS 1 
Dealers will ‘go to town”’ with the Rittenhouse In addition. Rissa 
. , . p -nho 2 
line for fall and holiday volume. Book your orders ‘carat dealers y ith 
2 arc : 
now to insure delivery on the chime that has every- dising oe merchan. 
— 7 : ror ervice 
thing -RITTENHOUSE Of national agveni tine 
. _ aay 
ae an Peas Vee omplete line priced from $1 to 250.0 display boards es 
Window . ders, 
THE A. E. RITTENHOUSE CO., inc. mats, ere. 1 POsters, 


Dept. 618 . . . Honeoye Falls, N. Y. 


ZR 
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BEVERLY—A 4-note 
chime at $9.95. A value 
never before offered for 


less than $20.00. 





























CAMBRIDGE “4” EMBASSY — 6 AMBASSADOR—8 






—Four notes front notes front door... notes front door 
door—1! note rear. 2 notes rear, plus 2 notes rear, plus 
Beautiful plastic single note maid's single note maid's 
housing brushed call Rich plastic call Rich plastic 
brass tubes. Exclu- WINDSOR — 2 notes housing. Night light housing. Night light 
sive Rittenhouse front—1 note rear. Brushed with cord pull switch. with cord pull switch. 
“Sealed Timer.” brass resonator tubes with The finest in chimes The finest in chimes 
Moderately priced ivory plastic housing. A at $25.00. at $29.50 
at $19.95. fast seller at $3.95. 

tone... construction values 


RITTENHOUSE STRICT 


ITTENHOUS 
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NEEDLESS 


FUSE BLOWING 


on washing machines, 


refrigerators. oil burners. 
and other electrical appliances 








USE 
THER M-A-TRIPS 


They protect motors against 

short circuits, excessive over- 

loads, and small sustained 

overloads that might cause 
damage. 


ASK FOR OUR 
BULLETIN 405 


CHASE-SHAWMUT COMPANY 
NEWBURYPORT, MASSACHUSETTS 


74 














FLUORESCENT UNIT 








Hygrade's Miralume HF-201, designed 
for office and school use, is sold com- 
plete with four 40-watt fluorescent 
lamps in choice of daylight or white. 
Has white baked enamel reflectors, 
sand-blasted glass and aluminum fin- 
ished diffusing panels, stem and canopy. 
Total wattage, including lamps and aux- 
iliaries, is 200 watts. Hygrade Sylvania 
Corp., Salem, Mass. 


SAFETY SWITCH 








"Shutlbrak"  front-operated enclosed 
safety switch made for either surface or 
flush mounting, is heavy duty industrial 
switch with quick make and quick break 
connections held under compression. 
Available either with or without inter- 
locking arrangement between operating 
switch lever and door of the fuse com- 
partment. There is an arc-resisting bar- 
rier between line and load connections at 
all times. Capacities at present: 30 to 
200 amp. inclusive for 250 v., a.c., or d.c. 
and 575 v., a.c. in 2, 3 or 4 poles. Frank 
Adam Electric Co., St. Louis. 


TWO-LAMP BALLAST 





” 





W 2-43 two-lamp ballast has been stream- 
lined to a shape that fits into the re- 
stricted area of the wiring channel. 
Measuring 15/6 in. high and 2: in. 
wide, the unit combines starting compen- 
sator as part of the ballast, is a “one- 
operation” installation. Core and coil as- 
sembly are vacuum impregnated with 
high dielectric varnish and cushioned 
against vibration. Sola Electric Company, 
Chicago, 
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ILLINOIS 














PORCELAIN 








because each piece is full size and 
uniform as to shape and quality. 
A large stock of these standard 
pieces should assure you of a 
quick turn-over. 


Iron-Clad Wholesalers’ Policy 


The original policy of this organiza- 
tion was 100% wholesaling and the 
distribution of Illinois Porcelain Prod- 
ucts has never varied from this strict 
policy of selling 
only through legiti- 
mate channels. 





CLEATS 
Standard one, two, 
and three_ wire 

types. 











STANDARD TUBES 


In sizes 1/2 to 48 in- 
ches long, 5/16 to 3 
inch diameter in fol- 
lowin types: un- 
glazed, glazed, split, 
floor, split floor, head- 
less, curved en 
crossover split, and 
crossover. Diameters 
all uniform both in- 
side and outside. 


Macomb 











KNOBS 


Cement coated—nai! 
—genuine leather 
washer—code __ stand- 
ard. They don’t chip 
waen  Saeee _in — 
t O stay in place 
> | have a firm grip 


ILLINOIS 
ELECTRIC PORCELAIN CO. 


. . . FOR TOP QUALITY | 
AND Exact DIMENSIONS 


) 





1940 








R. E. A. ALLOTMENTS | 


ee | EBY PHOTO-CELL UNITS 








Mem- 
Town Miles bers Amount 
_ REPRESENT 
Star City — $45,000 
COLORADO 
Severance . 388 920... . .351,000 
J DELAWARE 
Greenwood ......125.....390 100,000 
GEORGIA 
Carrollton .. 125 589 113,000 
Darien ...... 142 613 132,000 
| Reidsville ........173 535 . . 130,000 } 
ILLINOIS 
Breese ....... 109... ..254 89,000 
Divernon ..... 63 170 53,000 
SS 285,000 
Harrisburg .. 310. ...1,166 296,000 
Petersburg ... 208 553 215,000 
INDIANA 
| Corydon ....... HH... ..405 104,000 
Sullivan .... 16! 549... .. 146,000 
| Wanatah . 107 283 67,000 | 
\OWA | 
Garner ..... 105.....246 60,000 
Greenfield .......226 563 174,000 Oo + ; . 
ny ll << 4 116:000 PROTECT perators, machinery, homes, stores, factories, stock 
LeMars ........ 210.....477 158.000 rooms, gas stations, garages, storage, tanks, etc. 
Postville ..... 300 860 260,000 
e Primghar .... 95 216 62,000 | 
- Sibley . 67 144 40,000 Burglar alarms, doors, switches, valves, pumps, brakes, 
t KANSAS OPERATE lights, inst t 
“ ny sat 222.000 g ts, instruments, furnaces, and countless other 
i- Cirord a: 1s .. 257 87,000 devices. 
reat Bend . 12.....648 236,000 
Wellington .. : er 286,000 
LOUISIANA COUNT AND ASSORT According to size, shape, or 
>, Winnsboro .......122 354 80,000 color. 
MAINE 
Jackson ...... 150 450 167,000 . . 
MICHIGAN Production operations—DETECT Smoke and fires— 
Traverse City......62 225 87,000 CHECK TIME SPORTING events—COUNT People—AN- 
MINNESOTA NOUNCES Customers. 
Brainerd ........ 164.....526..... 155,000 
Clements .. .214.....430..... 155,000 F 
Se pani a ER There are literally thousands of applications in 
Sleepy Eye.........81.....191..... .65:000 | the home, office, store and factory where EBY 
™ Bes soreee eo eRM. .. 693. ....237,000 Units can be used to prevent accidents and save 
vire Hollister ....... 40.....165......35,000 lives, time and money. 
Lamar .. 120 ~ 88,000 
MONTANA 
Hysham ‘ 47 113 52,000 INSTALLATION 
Lewistown . 173 250 160,000 Simply plug into AC. lighting 
NEBRASKA ° . . 
Siromebure 40 80 30,000 | circuit and the unit starts to work. 
NORTH CAROLIN Each EBY Unit is individual 
Asheboro ........252.....697.....204,000 | BY Unit is individually and 
Burgaw ... ...179.....595.....143,000 | attractively packaged. 
Hillsboro 124.....380...... 93,000 | 
ed YY os “= oo + ae 
onroe . “2 68... 59... .. 158,000 | 
Malone coca ton | STURDY CONSTRUCTION » LOW MAINTENANCE 
Te DAKOTA ¢ 
i ba 9 
Minded oT S18. 38. NEGLIGIBLE OPERATING COST 
| ee 217.....513..... 159,000 
OREGON LET EBY EYE UNITS MAKE MONEY FOR YOU 
; . EARNED occcceces 260. ....778 285 000 
SOUTH CAROLINA 
ed—anail - TRIAL ORDERS 
Abbeville ........ =e 653. .... 159,000 
athe'r : ° 
stand: ae ine eaters 4 pe re Lest rye Place a trial order with us now, arrange demon- 
n’t chip Le <i Attia abate “Gaul . strations and acquaint your dealers and the 
. ig cs neues 245. ...1,025..... 106,000 : , a , a 
in and Lexington “251... 945... .. 170,000 public with the utility and universal adaptability 
4 = Newberry ae eS |S 489... 122.000 of this attractive line. 
8 Pageland ........ 228.....923..... 181,000 
St. Matthews ..... 274.... 966.....130,000 
Winnsboro ........ , See 292. .....70,000 
SOUTH DAKOTA 
Newell ...... 196.....403..... 157,000 | 
- Vermillion ....... ; oe 421..... 149,000 e ? e 
. TENNESSEE —_—" wae | 
: a 7 ’ M | SUPPLIERS OF QUALITY ELECTRICAL DEVICES FOR OVER 20 YEARS 
AS 
ry | Brady ............276.... 592.....173,000 | 
Giddings "168.478." 128000 | 7 QQ STENTON AVE., PHILADELPHIA, PENNA. 
ONS Son Angelo ......238. 541 . 165,000 
a —EEEE ee Mbicess 121,000 
——— ) (Continued on page 76) | 
er 1940 
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The NEW 
Here You Are... | BRIEGEL METHOD 


CONNECTOR 


Constructed From Fine Sheet Steel .. . 
making stronger, neater and more dur- 
able connections than ever. Impossible 
to split the tube end because of inbuilt 
tensile strength of the sheet steel. 








Larger Shoulder . . . completely closing 
the knockout hole in the box. 


New, Improved Bonding-Type Lock Nut. 


No Open Seam . . . Lap seam construc- 
tion makes all connections smooth and 


finished. 


NO INCREASE OVER PRESENT 
LOW PRICES 


'/,"" size available October |5th, other 
sizes available soon. 





Patents 4 Pending 


Approved by Underwriters Laboratories 


Distributed By: 


The M. B. AUSTIN CO., CLIFTON CONDUIT CO., THE STEELDUCT CO., k 
Chicago, II. Jersey City, N. J. Youngstown, Ohio Pittsburgh, Pa. 


NATIONAL ENAMELING 
& MFG. CO., 


CLAYTON MARK & CO., GENERAL ELECTRIC CO., ENAMELED METALS co., TRIANGLE CONDUIT & 
Evanston, III. Bridgeport, Conn Pittsburgh, Pa. Elmhurst, New York City 


BRIEGEL METHOD TOOL CO., Galva, iilinels 





BELLS 4 
UNIVERSAL ure PHL Kin 


This non-adjustable, universal, vibrat- 
ing type bell is of double coil construc- 
tion. Recommended for such uses as 
burglar and fire alarms, call signals 
and elevators. Base and cover are 
drawn steel and gong is nickeled. 
Operates on either 12 to 3 volt bat- 
tery or bell ringing transformer. Stand- 
ard finish is black enamel. 5”—$1.69 
list: 6’°—$1.80 list; 8°—$2.80 list. 


Write for complete information and discounts. 


SIGNAL ELECTRIC MFG. CO. 


MENOMINEE, MICHIGAN 








Offices in 


principal cities 














R.E.A. ALLOTMENTS 


(Continued from page 75) 








VERMONT 
Halifax 68 150 74,009 
VIRGINIA 
Chase City 100 335 100,000 
Dayton 80 259 103,000 
WISCONSIN 
Black River Falls. 94 228 52,000 ‘ 
Darlington 103 279 98,000 b 
Eau Claire 141 324 126,000 ! 
Ellsworth 57 166 . } 
Gays Mills 70 168 61,000 | 
Jump River 102 269 90,000 
Lancaster 99 355 59,000 a 
Oakdale % 275 58,000 C 
WYOMING i 
Riverton 110 219 86,000 
Sheridan 38 118 50,000 
Total 13,017 36,334 $10,564,000 


Steele Upped By 
Benjamin Electric 


DES PLAINES, ILL.—Hoyt Post 
Steele will headquarter here when h e1 
takes over the duties of vice-president \ 


| in charge of Research and Enginee: 


ing, to which post he was elected 
a recent meeting of the Board oi ade 
Directors of Benjamin Electric Mar 


ufacturing Co. His previous positior # 
with the coompany Was as assistal . 
manager of the Eastern Sales Divisi 


with heeds in New York. 


Vea Heads 
Ray-0-Vac Sales 


MADISON, WIS.—Appointment 
Norman D. Vea _ to post of g 
sales manager is announced by 
Ray-O-Vac Company 


He has been a member of the sa 


rene 


taff of the company for the past 
vears as assistant sales manager. Pi 


viously he had held positions as pla 


inager, sales aaunatet por preside 
the Dover Ml inufacturin 





Bal 





TO DETROIT for Cutler-Hamme: 
R. L. Hibbard who has been with the 
company since graduating from Cor- 
nell University in 1936, was locate: 
in New York before moving to th: 
automobile center. 
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MON-O-LAG 
Within the General Electric Supply 


organization, Fred Telder, former | 

branch sales manager at Grand Rapids, RENEWABLE FUSES 
Mich., is now branch manager at 
Kalamazoo. New branch service man- | 4 . ° 
ager at Lansing is O. C. Hall, while provide Maximum Protection 
C. G. Nabbefold has the same position | 
at Appleton, Wis. 

























They are designed to blow . . . when they 
should. They have met the most rigid speci- 
fications and have been on the approved list 
of the Nation’s most exacting users for a score 
of years. 


Rugged Construction 
Best grade gray-horn fibre casings. Blades 
assembled to sturdy fibre bar. Rigid blade 
a) 200 alignment. Machine threaded brass inserts. 





Russell W. Keiser has formed a new 
company, the Cold Cathode Ilumina- 
tion Co., at Atlanta, Ga., to represent 
the Cold Cathode Division of the Na- 
tional Transformer Corp. Mr. Keiser 
will cover the territory east of the 


ROCKIES. 









id Vola 144) 





Loyd Dopkins, well known to east- 















































































he ern appliance men, is now covering 
ot New Jersey for Crosley. Baca MONARCH FUSES are listed as standard by 
; FUSE C Underwriters Laboratories with Label Service to 
Orrin E. Dunlap, Jr., for the past 600 Ampere, 250 Volts and 600 Volts. 
eighteen years radio editor of the New 
York Times, has joined the executive ; 
4 staff of R.C.A. as manager of the de- MONARCH FUSES comply with Federal 
“0 artment of information. In this posi- Specifications WF 803. 
ul tion he succeeds Horton H. Heath, 
10 vho has been advanced to director of 
lvertising and publicity. 
| MONARCH IE: ct irs 
Formerly with the Electric Supply JAMESTOWN, N. Y¥. 
Co. of St. Paul, A. H. Kelm has joined 
the sales force of Kelly-How-Thom- 
Co., Duluth, Minn., handling full IRE AR OE AE = _ —-" 
supplies and appliances 
Roy Nelson, formerly state REA in- | 
spector, is selling supplies and light- | 
g fixtures for the Northern Electric 
Supply Co., Duluth, Minn. 
Herb Irish, Jr., is selling in New - + + ARE APPROVED BY 
rsey for Bryant Electric. Befor UNDERWRITERS’ LABORATORIES 
la ny Bryant he represent d Pass | 
I Seymour there 





Ken Savage, formerly with Bryant 
lect is covering westert N 


rk for Ward 





Lue 


onard Co 





Patent No. 2195154 


New Daylight Illumination 


; M OR E FAC Le} NOT JUST ANOTHER FLUORESCENT 
ee FIXTURE 
Le) N & R @) D UT om B) under new May-~1, 1940, DIFFUSOLIERS defini‘ely solve the problem 




















— of light distribution at maximum — efficiency, 
Standard for Pressure Ceilings are lighted to a degree approximating 
° = the intensity of the light source resulting in 
Wire Connectors. ye ee 
Ballasts—Sola Electric Co., Chicago, Write today for bulletin W and discount: 
ently issued 4-page folder announc Connect “FOR KEEPS” DIFFUSOLIER COMPANY * GREENSBURG, PA 
gx their W2-43 two lamp ballast, con s ‘ S 
ng starting compensator in the with ILSCO connectors. Furnished in eight lamp, (shown abov 
ne case, which is illustrated and They’re better than ever Se a ee 
sis ribe d not scant. Geuell leneth "36". _ 
Catalog—Second edition of the West Write today for samples. 







mer nghouse Electric & Mfg. Co. “Quick | 

» the “lector” catalog has just been re- 

Cor- sed Section Index is located on | iLSCcCO COPPER TUBE 
rate: front cover. Inside material in 

) th des general application data, elec AND P R oO D U Cc TS, INC. 





5629 MADISON ROAD -—-—--— CIN.,,O. 


ratings, physical dimensions, 
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sect IDEAL 
ror VOLUME 


Here Are Two Live Items 
“‘Snap-Tite’’ 
SWITCHBOX SUPPORTS 


A new, easier way to speed 
up switchbox installations in 
yi] composition walls, Celotex, 
<1 plaster board, etc. No spe- 
cial tools, no screws. Fast- 
enings are all outside the 
box—easy to get at. 
Tested and proved. Thou- 
sands already in use! 


“WIRE-NUTS" 





tS | 











Make new friends by selling this better, 
pensive method of making wire joints. Tremendous 
demand. Carry a sample in your pocket. No 
solder or tape necessary. —_ strip wires, screw 
on. That's all! Fully approved 

OTHER VOLUME BUILDERS 


‘cs | 


| FUSE PULLER- FUSE REDUCER 


less ex- 





=, ue 
| CLIP 
\ . TEST-LITE awo FUSE PULLER CLAMP 


SOLD THROUGH JOBBERS 


Electrical Products Division 


Ideal Commutator Dresser Company 


1047 PARK AVENUE SYCAMORE, 








FOR IMMEDIATE DELIVERY 


Solderless Terminal Lugs, and Connectors 
such as Parallel, Service, T Type, Straight. 


Three-Way, Cross, 
and Copperweld. 


Clamp Type, A.C.S.R. 


Universal Taps and 
Ground Clamps. 






FULL STOCK 
ON HAND FOR ALL 
COMBINATIONS 
OF WIRE SIZES. 
Write for Catalog 

3LC. 


KRUEGER 
and 
HUDEPOHL 


232-8 Vine St. 
CINCINNATI, 
OHIO 


—| = 


ILLINOIS 











| Miniature Panel Instruments 


| Fittings 


circuit diagrams, and prices of elec- 
trical equipment for any motor, light- 
ing, or feeder circuit. 

Circuit Breakers—Bulletin No. 60, 
issued by Frank Adam Electric Co., 
St. Louis, contains 20 pages of de- 
tailed data, illustrations, and prices of 
circuit breaker line. 


Control Equipment 
of the Trumbullist, 
Trumbull Electric Mfg. Co., Plainville, 
Conn., contains the addition of new 
lines of “MH” multi-breaker power 
panel and their new motor control 
centers, all completely described and 
illustrated. 


September issue 
catalog of the 


Enclosed Switches Frank Adam 
Electric Co., St. Louis, released bul- 
letin No. 59 which describes and illus 
trates enclosed switches, both inter- 
locking and non-interlocking. 


page booklet Form 
1050 Electric ta. Chi- 
cago, and illustra 
tions of explosion-proof safety switches, 
receptacles, and lighting fixtures espe 
cially designed for use in hospitals. 


Four 
of Appleton 


gives descriptions 


Flexible Circuits—Bull Dog Electric 
Products Co., Detroit, are distributing 
a 48-page catalog on their line of flex- 
ible light and circuits for indus 
trial plants and commercial buildings. 


power 


Fluorescent Controls—Westinghouse 
Electric & Mfg. Co., E. Pittsburgh, 
presents a 4-page folder F-8505 de- 


scribing and listing their complete line 
of fluorescent lamp controls, ballasts, 
and capacitors both and 
multiple lamp luminaires. 


for single 


Fluorescent Fixtures—\WVatco 
neering, Inc., Cleveland, 
issued a catalog of fluorescent 
fixtures. Specifications, 
applications, and 
tailed 


Engi 
recently 
lighting 
illustrations, 
equipment are de 


Fluorescent 
specifications, 


lighting Illustrations, 
and useful sales material 
22-page booklet issued by 
Hygrade-Sylvania Corp., Salem, Mass., 
their line of ‘“Miralumes,” or com- 
fluorescent lighting units. 


compose 


on 


plete 


-Twelve 
page illustrated catalog, 43-370, covers 
the “37” line of miniature panel instru- 
ments manufactured by Westinghouse 
Electric & Mfg. Co., E. Pittsburgh. 


neral El 
merchandising 
Bridgeport, Conn. has issued a booklet, 
No. 302-54, to meet the needs of re- 
frigerator salesmen covering the apart- 


Refrigeration—G« 
ance and 


ectric appli- 
department, 


ment house field. 
Small Motors—Leaflet F-8498 of 
Westinghouse Electric & Mfg. Co., E. 
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A New Phone 





Available in 8, 4, 1 and 0 button 
sizes. Quality that speaks for itself 


S. H. COUCH COMPANY, INC. 


NORTH QUINCY, MASS. 




















NEW PROFITS FOR YOU! 
With NALCO DRITHERM 
CARBON LAMPS for 





for radiant energy heating 
by featuring Nalco 
Lamps. Ideal for 
ink, film, textiles, blue 
and paper products, latex, etc. 
your full share of this new 
itable business. Write today. 


NORTH AMERICAN 
ELECTRIC LAMP CO. 


1034 Tyler Street St. Louis, Mo. 


prints, 








. 








INFRA-RED RAY DRYING 


Get ready to meet industry’s demands 
and drying 
Dritherm Carbon 
drying synthetics, 
paper 

Get 
prof- 





SUPERIOR 


SERVICE 
INSULATORS 
es 


Wire Holder Insulators in 
various heights, 
and hole 


diameters, 
Sizes . . cad- 
plated screws, 
Also double and 

House 
cadmium 
cork washers 


mium 
leaded. 
triple types of 
Brackets 

plated bolts, 
and hot galvanized plates. 


WRITE TODAY for latest 
bulletins and low price lists. 


SUPERIOR PORCELAIN CO. 
Box 669 Parkersburg, W. Va. 

















FIRST THEY EYE ‘EM 
THEN THEY BUY ‘EM 


The variety of colors—2-color car- 

tons and 7-color display box attract 
attention. The “Plus Vai- 
ues” turn interest into 
sales. It all adds up to 
EXTRA PROFITS for you. 

“Always thru 

the WHOLESALER" 

Ne 

TRICO FUSE MFG.CO. = 


MILWAUKEE WISCONSIN 











aoe | fF 


tl 





Oe 












































| Pittsburgh, gives information on uni- 
aoe ped setvn tree se motors, The MOST COMPLETE 
available in sizes from 1/50 to 1/20 LINE OF @ 


horsepower. 


Telephone Systems—Twenty-four page 
catalog by S. H. Couch Co., Inc., 
North Quincy, Mass., illustrates and 
describes in detail complete line of 


; LARGEST 
telephone equipment. 


VARIETY of 
types, and a 
COMPLETE 
range of sizes 
For all kinds of 
conductors 
Popular con- 
nector at left is 
carried in stock 


! 
f 


It is significant that Transformers—Jefferson Electric Co., 
TRICO PRODUCTS Jellwood, Ill., has released two bul- 
should be selected by Wee | lectins on transformers. No. 401-PCT 


deals with power circuit air cooled 
the U. S. Government transformers, contains factual material 


\ 
~ = “a 


=— 
a= 





° ° . . ; , pens i ALL F 
in connection with the and illustrations. Bulletin 401-T1 = een. 
; ; : —. up to 1,000,000 
National Defense covers transformers for electric trains CM. Furnished 
Program. The best is and toys, ranging from 50-watt to 150- 2 with or without 
none too d watt capacities. retainer. : 
good, es- ANY MATE. 
pecially when our RIAL — Hard- 
li d d << ; —— ' ware Bronze, 
ives are endangered. @| Wire—National Electric Products itcon Broase. 

: e x Corp., Pittsburgh, recently issued a Aluminum. 





Remember, too, 35-page booklet detailing and elabo- 
TRICO'S established rately illustrating their line of “Dilec”’ 





MILLIONS IN USE and 





policy of dealing wires for all purposes |mever one rejection due to per- 
: Thru the Whole- £ formance or workmanship. Can 
5 saler — you r be re-used over and over. 
maximum volume o ee en ee 
ds Fs business — year after oro ag thar Frag ncaa >MADE IN OUR OWN 
~ ' — Conn., has just published “G-E Home | eS ne ee ee 


Wiring Handbook” (51-4014), which |S¥Pervision. Bodies and nuts 


°S, | | “ae acs 
er he IT PAYS TO r describes house wiring methods, guide oe a ie on page for 
set ¢ Ai lS : RE ile SE . No sharp edges. 
.. ' PUSH TRICO for checking and writing specifications, 
material specifications, suggested ways 
; ? of proving adequacy of installations, ALUMINUM Con- ie ct 
TRICO FUSE MFG. CO., Milwaukee, Wis. and series of convenient tables nectors machined from [ees - 


In Canada: IRVING SMITH LIMITED, Montreal . hard drawn rod, with 


en 
forged spacers. 











Fluorescents — Descriptions, technical 
4 data, and illustrations of fluorescent 





ta > WHAT FLUX FORM 4 lighting units compose the 12-page 


Bulletin No. 20 issued by Multi Elec- 


We Stick, Paste, Sats, Liquid « ne eae ne Se 





SERVICE POST 
Connectors for one 
or more conductors; 
many types. 


5 — Tell us on your letterhead — 
we will send you your choice 


@ SODERING STICK 


Fluorescent Fixtures—‘‘Indolier’, a 
four-page folder giving details, sales 
| features and illustrations of industrial SERVICE EN- 
| fluorescent units made by Industrial ik cae eee 
Light Sales Co., 704 Donovan Bldg., bodies, Everdur 
Detroit. screws. 








@ SODERING PASTE 
© SODERING LIQUID 


| @ SODERING SALTS musa : ass} -— 

, aa — ae ; 
| Buy ALLEN Fluxes & Soders a TELEPHONE Sam 
. at your Dealers ——a Service Connectors, : 
brass rod—plain, nick- § 

L100 FeO 0 (— cy 

® LL Secccnine succes ING ® ‘ el plated or tinned. 

ole ” oat 




















t 
, SESW CU OBITUARIES 
) 6701 BRYN MAWR AVE. AND THOUSANDS MORE. 
. CHICAGO, ILLINOIS Every connector Dependable. 
fa. Preferred by leading utilities 
a" — ; and “industrials,” and manufac- 
William Orgill turers of electrical equipment. 
# ” Write for Catalog. 
SAVE YOURSELF TROUBLE William Orgill, 78, president of Orgill PENN-UNION 
tures “use ‘the ALDEN HoToLoK Socket." Users Bros. Co., 93 year old wholesale hrm of |aagevese CORPORATION 
can’t go wrong in using them. Impossible to get Memphis, Tenn., and Jackson, Miss., died ‘ 
that generally break other makes Of sockets. Sept. 19 at his home in Memphis. A na- |ERIE,PA. Sold by Leading Jobbers 
hen ordering new fixtures specify tive of Memphis and educated at Brook- 
[ALDEN | lyn, N. Y., Mr. Orgill started with the 


JOOS J | rm founded by his uncle “and father 
p () D) Wm. and Edmund Orgill who came from 
FLUORESCENT SOCKETS Eneland. 


Patents Pending 






Molded end of socket guides Mr. Orgill was a director of the 
lam yrongs into the one simple 7 : . 

ceuine—then the notnel - Union and Planters National Bank and 
vious twist locks the lamp in Trust Co. and a former dire ‘tor of the | 


place A reverse twist and the 


ejector latch gently raises Memphis branch, Federal Reserve. Heé 
lamp out of socket and ° ° . ye 
locks rotor ready for next was past president of the Memphis 
smeertion—e  Teeare | esi | Credit Men’s Association and was a 
cially desirable in showcase | ae a : : “a 

and out-of-sight fixtures long time official in Calvary Episcopal 


Send for complete story 
ALDEN PRODUCTS CO. ce . eat - " Bara 
president < iree daugh- 
q 720 Center Street, BROCKTON, MASS. vice-pre ident f the firm, three daugh 
ters, and a sister survive. 


Church. His wife, son, Edmund Orgill, 


Conductor Fittings 
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Fortunately, not all buyers, bosses or cus- 
tomers are as explosive as the old boy in 
the corner. 

But not knowing “who makes it” is poor 
business in any man’s language. It costs 
money. And in most cases it is inexcusable. 
There are reference books to answer the 
“who makes it” question for every line of 
business. 

In the electrical industry, it’s Electrical 
Buyers Reference . . . for manufacturer, 
wholesaler, contractor, plant man... any- 
one buying, selling, or specifying electrical 
products. 





“WHAT! YOU DON’ 
KNOW WHC 


This year, more ‘than ever, Electrical 
Buyers Reference is a must item for elec 
trical men. Because this year it’s speed... 
rush . . . urgent. This year it’s manufac- 
turers whose delivery dates are six, twelve 
months ahead .. . it’s contractors pushing 
new construction .. . it’s plant men run- 
ning two and even three shifts. Under 
present industrial conditions, time becomes 
doubly valuable. 

Time lost in groping for product data 
is money out of your pocket — customers 
scratched from your ledger. 

Use your copy of Electrical Buyers 
Reference. Use it ev- 
ery day, to answer 
every “who makes it” 
question. EBR is a 
time saver, a money 
saver, and a sales 
builder for every ac- 
tive electrical man. 


The more you use 
your copy, the more 
valuable it becomes. 









































